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On-the-Job Training . 
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NOW ONE HACK SAW 
BLADE for CUTTING ALL 
{THICKNESSES OF METAL 


Cuts your inventory 
Increases your sales 


© NEW DOUBLE EDGE BLADE 
© NEW SUPER SELL DISPLAY 
© EACH BLADE CARDED 


CUTTING 
EDGES : 
ime This is something really NEW for Hand 
| HEAVY CUTTING Hack Saw Blades. One double edge blade 
that handles all thicknesses of metal 
cutting. 18 teeth on one edge for gen- 
eral heavy cutting... bolts, pipe and 
rod; 24 teeth on the other edge for 
cutting thin sections...sheet metal, 
light tubing, thin wall conduit, ete. 
HEAVY cutting and LIGHT cutting 
all on one blade. 


And these new double edge blades 
are individually carded and pack- 
aged in a real SELL display. This 
will give you impulse sales on 
what is often an accommoda- 
tion item. 


50 carded blades to the dis- 
play. Ask your jobber for 
this really NEW Hack Saw 
Blade. 
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G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 


John H. Graham & Co. Inc., 105 Duane Street, New York 8, N. Y 


G. W. GRIFPIN co 
105 Duane Street, New York 8, New York 


¢ information on the NEW Double Edge Griffin Hack Saw Blade 











NO. 1411 
One hole jig 


NO. 2036 
Three hole jig 


‘““l saved 30% on lock installation time 
by using wikset installation aids.” 


“To a builder, every item of expense is important,” writes 
Henry Berg, builder of the famous Fisher Homes develop- 
ment in Markham, Illinois. “I found that by using Kwikset 


installation aids, my men did a better job of installing locks 





and saved me 30% on installation time.” 


Results like this have been 
achieved by thousands of builders 
who specify fast, efficient, MONEY- 


SAVING Kwikset installation aids. 





NO. 3733 
2” Auger bit 


NO. 1388 
Strike locator 
NO. 1050 


NO. 1468 Mortiser 


2” Single blade bit ines 


33.55. NO. 1467 
NO. 2451 Cylinder 


7/8" Bit reversing tool 
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NO. 2450 Strike mortiser Kwik-Stik 
7/16” Bit 


. “First name in locks and installation aids.” 7 W// kp ! . — »/ J 
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a brand new concept of 
rolling door hardware! 


ae 
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WITH “PLASTER GROUND” 


OR “BUILT-IN VALANCE” 
by “Washington” 























hi 


PLASTER GROUND TRACK* 


for By-Passing Doors 


Cut labor costs with a new track that can be 
installed and made an integral part of the door 
frame by simply plastering right up to the bead on 
the track. Sheetrock may be used in place of the 





plaster, if desired. This track comes in two sizes 
and will handle doors from %" to 1%” thick. 

The new “Washington” double-wheeled hangers 
have pivoted cross arms to distribute the weight load 
evenly, and have a “whispering wheel” 

with sealed-in ball bearings. 





BUILT-IN VALANCE TRACK 


Like the plaster ground track, this “valance” 
track also becomes a part of the door frame and 
saves a great percentage of time and labor 

costs. The valance eliminates need for wood trim, 
and can be painted or left plain—as the track 

is etched for beauty and durability. 

All “Washington” side-mount hangers are 
interchangeable on aluminum track. 
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Track and hangers available in bulk or 
complete packaged sets. 
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WASHINGTON, LINE 
WASHINGTON STEEL PRODUCTS, INC., TACOMA 2, WASH. k 


i To Washing Steel Products, inc. 
Dept. AL-10, 1940 East | 1th Street, Tacoma 2, Washington 
For more information, see ot 
your jobber, or fill out coupon Please send complete Rolling Door Hardware catalog on aluminum and steel track. 
and mail to manufacturer 


for a free catalog. 





. LONE STATE.... 
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Since 1873 a Pioneer in Practical 


Merchandising for Building Material Dealers 
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Organized Thinking for Better Decisions 


Schedule of principles involved in increasing the 
efficiency of making decisions at executive level. 


Portable Lumber Lid Goes Top Hat 


California wee saler maintains flexible lumber stomeee 
at nominal cost with ingenious lid device. 


How to Capture the Do-It-Yourself Market 


Seven Long Island retailers offer special services ond 
easy financing for their handonin customers. 


Education is a Two-Way Street 


Lumber dealers’ guidance i is needed in the light con 
struction courses in U. S, universities. 


$675 Party Pays Dividends 


Texas dealer parlays a door prize gallon of paint 1 into 
$1000 worth of remodeling equipment sales. 


Neighbors Help Lumberman Build Fairyland 
Oregon dealer's Christmas lawn decorating has be 
come an annual project for the whole community. 


Pylon Display Unit be 
New compact fixture can provide up to 192 square 
feet of display space in just 64" of floor space. 


Profile of the Lumber Dealer 


Saturday Evening Post used American an sees 
readers for a survey of lumber dealers, 


Idea-A-Minute from Art Hood's Clinic ne 
Clinic produces dozens of suggestions for building 
goodwill, increasing sales and profits, 
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Pictured here is atypical example of the attractive new Rusco Multi-Lite Window, 
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348} of o 
Tictarame Vented 


multi-lite 
PRIME WINDOW 





Rusco's Screen and Storm Door Combination and the all-metal Door Canopy. 


pula ~ys 


® The Horizontal Slide 
® The Vertical Slide 
® 3 and 4-light Fulvue 


ue! vapid g 


No on-the-job glazing, painting, fitting or 
later adjusting 


Available with insulating sash (optional) 


that provides MAGICPANEL® year’ round, rain- 


proof, draft-free, filtered-screen ventilation 
Built-in felt weatherstripping 


Fiberglas Screen that won't rot, corrode or 
stain—never needs painting 


Sliding glass panels removable from the 
inside for easy cleaning 


® Glass replacement is quick and easy with 


Rusco's viny! plastic spline that serves as 
“putty” and can be reused. 


FREE LiTeRATURE available on Rusco Awnings. Door Canopies 


(For more data on advertised products fill in coupon on page 104) (Ocioher 17. 1955. AMERICAN |LLUMBERMAN AND 
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tubular, galvanized steel 


© Every Rusco Prime Window is a needed, wanted and highly 
merchandisable product, nationally advertised and serviced by The 


F. C. Russell Company’s own factory trained field organization. 


All Rusco products are profitable and easy to sell. Now — with 
this new MuLti-LiTE picture window—you can add to your sales 
volume because alert Architects and Builders will welcome this 


new window when you show it and demonstrate it. 


You’ll always make more money on Rusco Prime Windows because 
you get the entire profit on the complete window. Your Builder 
customers will save on field labor, installation, painting, glazing 
and adjustment! The total installed cost of Rusco is often less 


than the cheapest window! 


DEALER OPPORTUNITY — interested dealers are invited 





to write to the address below for details. 


THE F.C.RUSSELL COMPANY 


Dept. 7AL 105, Cleveland 1, Ohio © In Canada: Toronto 13, Ontario 





and Screen and Storm Door Combination. 











NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Special NRLDA exposition coverage. 


A special 10-page section of the next issue of American Lumberman, October 3l, 
will be devoted to coverage of the NRLDA exposition in Cleveland. Using a new 
departure in convention coverage, the section will pin-point all salient high- 
lights for the benefit of the nation's retail lumber dealers. 








Russians should see the exposition. 


Ten Russian housing officials have accepted an invitation from the National 
Association of Home Builders to visit and look over U.S. housing. The Russians 
arrived in New York on October 2 to start an agenda that includes 10 cities. The 
editors of American Lumberman suggested that the Russians be allowed to visit the 
NRLDA exposition in Cleveland. Here, under one roof, the Russians would be able 
to graphically compare Capitalism and Communism in terms of products for housing. 








Here comes STIFFER competition. 


Covetous eyes. A number of retail merchandsing organizations singularly 
noted for knowing how to sell are casting covetous eyes at the building materials 
market. The groups believe the profit potential in selling many building materials 
items is tremendous; and, they see a wide opening in the door of opportunity 


because they think retail building materials dealers are just not capitalizing 
on their potential. 


Department stores. Reports indicate that the nation's largest department- 
store-mail-order house will try much harder for building materials sales. The 
store is considering putting on door-to-door salesmen to sell home improvements 
all over the country. In some areas, plans are being considered to keep building 
materials divisions open on Sundays to pull in more do-it-yourself and home im- 
provement customers. A huge independent department store in Chicago admits to 
Similar plans. 

Dime stores. One of the nation's biggest chains of dime stores plans to stock 
about every item of building materials and supplies that customers can cart away 
on foot. In addition to lines they already handle, they are putting in ventilating 
fans, plastic laminates, weatherstripping, floor tile, unpainted furniture, ply- 
wood panels and builders and cabinet hardware. They reason that with their 


tremendous floor traffic and self-service fixtures, such items should go like 
hot-cakes. 


























Dealers can meet the challenge. 


Thousands of retail lumber and building materials dealers have already met or 
are meeting the challenge of stiffer competition. New and remodeled showrooms 
are appearing at a tremendous rate. Also, it's a fact that the dollar potential for 
home improvements is now twice as large as the potential for new homes. Dealers 
can beat out the mounting competition by going after the home improvement market 


first. Dealers who have tried door-to-door campaigns generally report astounding 
success. 














Business will remain brisk. 


The U.S. Department of Commerce reports that business right now is brisk and 
Should remain so through the end of the year. Personal income is at an unprece- 
dented high level, and consumer credit in July was at a seasonally adjusted rate 
of $304.5 billion. Industrial prices rose 2% since June, and the government is 
eyeing the price increases for signs of inflationary trends. 








Chamber predicts record year. 


The U.S. Chamber of Commerce predicts 1955 will be a record year for 
business. But, further rises in the economy will become more moderate because the 
economy is already operating at capacity. For next year, the Chamber predicts that 


construction spending will continue to rise despite a moderate decline in the 
number of house starts. 
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Lumber Production in First Half of ‘55 
Soars to Record 19,391 Million Feet 


A strong demand for lumber con- 
tinued during the second quarter 
of 1955, and the industry rounded 
out the first half with the highest 
production total recorded in many 
years. 

The Lumber Survey Committee, 
in its quarterly report to the Sec- 
retary of Commerce, reports that 
lumber production of an estimated 
19,391 million board feet in the 
first six months of 1955 was 3% 
above the corresponding 1954 per 
iod. 

Imports Up 43% 

Both lumber shipments and new 
orders exceeded production dur- 
ing the second quarter and in the 
first half of the year. As a result, 
unfilled order files at the mills 
gained while gross mill stocks de- 
clined during the first six months. 
Imports of lumber totaling 1,735 
million board feet in the first half 
were up 43% over the same period 
last year. 

A record-breaking volume of 
construction activity has required 


a substantial volume of lumber and 
hardwood flooring and has stimu- 
lated demand for furniture and 
millwork, the committee said. 

The high volume of contract 
awards indicates that construction 
will remain at high levels for the 
rest of the year. 


Consumption Up 10% 


During the first six months of 
1955, national consumption of lum- 
ber totaled an estimated 21,480 
million board feet, 10% greater 
than in the like period of last year. 
The wholesale price index for lum- 
ber gained an average of 2.4% dur- 
ing the second quarter of 1955. 

3oth softwood and hardwood 
producers have shared in the gen- 
erally favorable business condi- 
tions this year. Lumber manufac- 
turers have continued to provide 
an adequate supply of lumber for 
a booming demand in spite of ad- 
verse weather and a tight freight 
car situation, the committee con- 
cludes. 





August Building 


Hits $4 Billion 


Spending for new construction 
reached a new monthly high in 
August to top off a record eight 
months. 

The Commerce and Labor De- 
partments jointly reported the val- 
ue of new construction put in 
place edged up 1% from July, the 
previous monthly high, to nearly 
$4 billion. August was the third 
straight month construction out- 
lays have climbed to new highs. 
Spending during the month topped 
the previous August high, reached 
last year, by 8%. 

For the first eight months this 
year, the report said construction 
outlays totaled $27.1 billion—13% 
higher than the amount spent in 
the like period last year, the pre- 
vious record, 

The Commerce and Labor De- 
partments reported private activity 
in the first 8 months accounted 
for almost the entire $3 billion in- 
crease in construction outlays this 
year compared with last year. 
Private home-building, it said, ac- 
counted for more than 70% of the 
total dollar gain, coming to $19.3 
billion this year against only $16.3 
billion last year. The only private 
categories not showing an _ in- 
crease, it added, were farm, rail- 
road and school construction. 


Business Is Brisk, 
Commerce Dept. Says 


“Business is moving at a brisk 
pace and strong late summer de- 
mands are providing the basis for 
increased operations,” the Com- 
merce Department reports. 

Both consumer and investment 
demands contribute to current 
“buoyant” developments, the de- 
partment reports. 

The flow of personal income con- 
tinues at an unprecedented level 
because of expanding employment 
and higher rates of pay. Business- 
men, too, are operating close to 
productive capacity and are en- 
larging their plant and equipment 
investment programs. 

On the price front, which econo- 
mists are watching for inflationary 
signs, the department notes that 
industrial prices rose 2% since 
June and are now near the record 
reached after the start of the 
Korean war. Products contribut- 
ing to the rise include rubber, 
lumber, furniture, pulp and paper 
with metals leading the rise. 

Consumer credit reached a new 
high in August for the fifth 
straight month. Personal income 
in July reached a seasonally ad- 
justed annual rate of $304.5 billion 
which is $3 billion above June and 
$18 billion above a year ago. 


October 17, 


NAHB Plans Expanded 
Chicago Convention 


Plans for a major expansion of 
its annual convention and exposi- 
tion, to be in Chicago January 22- 
26, have been announced by the 
National Association of Home 
Builders. 

The Chicago Coliseum, one of 
Chicago’s largest showplaces, will 
add some 200 extra exhibit spaces 
and a meeting hall accommodating 
2,500 persons to the show’s facili- 
ties, according to Paul S. Van 
Auken, convention-exposition di- 
rector. As in the past, the show 
will also occupy all available meet- 
ing rooms and exhibit space in the 
Conrad Hilton and Sherman hotels. 


Banker Warns About 
Creeping Inflation 


“I think this country is in for 
creeping inflation for as far ahead 
as I can see.” 

This statement was made by 
Homer J. Livingston, out-going 
president of the American Bank- 
ers Association during the recent 
annual convention in Chicago. 
Livingston is also president of the 
First National Bank of Chicago, 
the nation’s sixth largest bank. 

The general consensus of the 
bankers was that: 

1. They are definitely concerned 
about the possibility of inflation, 
and 


2. They think business next year 
will be good, but perhaps not as 
good as this year. 

Livingston also said chances are 
that interest rates will not climb 
much, if any, above present rates 
because the Federal Reserve will 
soon ease its credit restraint 
policies to help the U. S. Treasury 
with its upcoming multi-billion- 
dollar borrowing plans. 

He adds that consumer credit, 
especially debt, is getting dan- 
gerously high in relation to in- 
dividuals’ after-tax income. 


American Window Glass 
Raises Prices 8% 


Price increases averaging about 
8% were put into effect by Ameri- 
can Window Glass Co., Pittsburgh, 
Penna. 

Along with the overall increase 
on most window glass items, the 
company also reduced prices on 
large sizes of such glass because of 
manufacturing economies. 

Increased labor and material 
costs were cited as reasons for the 
price increases. 


(continued on page 12) 
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Even if you've invested as little as $239 in shop 

equipment you may not be enjoying the profit-mak- 
ing benefits of a DE WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De Watt features and operating ad- 
vantages: 


e One low-cost machine that does ALL the work of 
a swing. saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60% or more in capital equipment 
investment alone. AMF Dre WALT does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall —instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De Wa t’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 1'’2 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 1/2 H.P. motor, 10” saw blade, 4 detachable steel legs included) 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 
¢ Top-side Cutting for Safest Cutting 


¢ 90% Savings in Layout and Marking Time - 

* Reduces Waste — Salvages More Lumber f) i VAI iT 
* One-minute Change-over, No Shut-down Worries a ~ 

* Reduced Fatigue, Greatest Operating Ease and Safety POWER TOOLS 
* Years-ahead Design— Does Not Outmode Itself 

* Modern Straight-line Materials Handling 


¢ Unusual and Special Jobs Handled Easily 


epee nagar mem nee a 
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AMF DE WALT, verr. AL-55-10, LANCASTER, PA. A. | 


SEND FOR FREE NEW IDEA BOOK ON Please send me your new idea book for industry. | 
INDUSTRY! 16 pages packed with 
illustrations. Shows you dozens of ways 
to cut costs on cutting jobs, 
time-motion study. 
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Stanley sock; up tool sales! 


STANLEY HISTORY 


One of these happy holiday socks is packed 
with every tool in Stanley's Christmas unit. 


Here are the Christmas tools: 


STANLEY -Foolke--- 





*No. X4 Plane No. X122 Combination Square 
No. X227 Rule . X64 Chisel Set 

*No. X923 10” Brace . X264 Torpedo Level 
No. X71 Expansive Bit . X45 “Yankee” Push Drill 
No. X51 Hammer . X700 Vise 
No. X220 Block Plane . X1208W Rule 


® 


. X1204 Plane No. X433H “Yankee” Spiral 
No. X111%4 Hammer Screw Driver 
No. X1252R Chisel Set No. X1525A Screw-Mate Set 
No. X1220 Hand Drill No. X3000M Screw Driver Set 
* These large size tool packed in stock box with ( hristmas 


cover and miniature J From stocking tag. 





STANLEY) 


[STANLEY] ano HANDYMAN TOOL CHESTS 


These are some of the tool chests Stanley Tools has ready for 
the biggest tool Christmas ever. Good all year in the surge of 
1955 “Do-It-Yourself” buying, tool chests are especially won- 
derful at Christmas time. Here’s why: 





* They show and sell tools. ® They're family gifts —tie in 
with season and IRHA 


* They‘re big ticket items, ideal —,romotion. 


for gifts — sell them on IRHA 
Budget Plan. ® They are perfect for the new 
home owner — all he needs. 
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The “Do-It-Yourself” Set — 24 Stanley Tools and 
Stanley %” Electric Drill Set in Pine Wall Cabinet 
No. 971 List $118.50 


In same cabinet 


The “Suburban” Set — 34 Stanley Tools 
Ne. 981 List $102.00 


The Stanley-Handyman Set —33 Tools metal box 
No, 4897 


AZINWLS 


FREE 


Polyethylene 
Christmas Stocking 
With Tools Listed 








The “Fix-It” Kit —17 Stanley- 
Handyman Tools in a sturdy The Stanley-Handyman Tool Board — 33 


Matched Tools with outlined board and hooks 


List $79.00 No. 891 List $28.50 No. 896 List $59.95 


10 (For more data on advertised products fill in coupon on page 104) October 17, 1955, AMERICAN LUMBERMAN AND 





A tool display with a sock in it! 


This Stanley Tool display is yours free when you order — stock — a sock in every box, of course. Your wholesaler 
your 1955 Christmas No. X19 Tool Unit... one each has them. Order early. Don’t forget the Tool Chests. 
of 19 tools listed on the opposite page. It costs you Get your choice now! For complete details write 
$60.00 — Retail Value $90.00. Replacement from open Stanley Tools, 120 Elm St., New Britain, Conn, 


AND SOCKO NATIONAL 
ADVERTISING! 





§ 








peter Homes, F came 


y “ MECHANIX 
{LLUGTRATED 


WATCH STANLEY IN... 


BETTER HOMES & GARDENS o POPULAR SCIENCE © POPULAR MECHANICS @ HOME CRAFTSMAN 
“SATURDAY EVENING POST o MECHANIX ILLUSTRATED © HOMECRAFT & HOME OWNER © SUNSET 


bE ¢ 4-6 6 ¢ 


in September, October, November and December 


*Saturday Evening Post Nov. 26 issue has IRHA Fam- 
ily Gift Center promotion — and Stanley is there! 


PERE YES LSRS YSRE YORE YS VERE PSS BSCS YS YS YER YES YRS VSS YS YS YES YOO YS Y 


STANLEY 


The Stanley Works ¢ New Britain, Conn. 


HARDWARE e TOOLS eELECTRIC TOOLS ¢STEEL STEEL STRAPPING 
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PERFORATED 
BOARD 
FIXTURE 
PACKAGE 


TURNBUCKLES 


OFFERS 


@ GREATER CUSTOMER 
CONVENIENCE 


IMPROVED DISPLAY 
APPEARANCE 


MAXIMUM FIXTURE 
PROTECTION 


AN END TO LOOSE 
PIECE LOSSES 


FOR BIGGER PROFIT 
AND 


MORE SATISFIED 
CUSTOMERS 


visit US AT 
BOOTHS 237-A, 237-B 
NATIONAL 
HARDWARE SHOW 
Chicago Navy Pier 
October 17-21 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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See Boom in Non-Residential in ‘56 


Despite the government’s cur- 
rent restrained application of 
anti-inflation credit control] brakes, 
the construction boom will go even 
higher in 1956 than during this 
record-breaking year, according 
to the first authoritative forecast 
for next year by Architectural 
Forum, the building industry mag- 
azine. 

Construction expenditures in 
1956 will soar to $44.1 billion, or 
more than $170 million a day dur- 
ing each Monday to Friday work 
week, according to the magazine’s 
September issue. This will be a 
substantial $2.3 billion or 6% gain 
over the $41.8 billion record for 
this year now anticipated by in- 
dustry experts of the United States 
Departments of Commerce and 
Labor. 

Private non-residential con- 
struction spending will pace the 


32 Million Homes 
Now Have TV Sets 


Dealers who may be considering 
TV advertising are advised that 
about two-thirds of the nation’s 48 
million homes are equipped with 
television sets. 

The Census Bureau reports that 
82 million households have TV 
sets. In metropolitan areas, four 
out of five homes have one or more 
TV sets. About half of all homes 
in urban areas outside metropoli- 
tan areas have sets, while less than 
half of the homes in rural areas 
have sets. 

Regionally, the bureau reports 
that 75% of the households in the 
northeast and north central states 
have TV sets. In the west, the per- 
centage is about 67, and in the 
south a little more than 50. 


25°% of Fir Plywood 
Produced by Co-ops 


Organization of another plywood 
manufacturing cooperative, called 
the Buffelen Woodworking Co., Ta- 
coma, Wash., brings the total num- 
ber of plywood co-ops in the nation 
to 23. 

The co-ops currently produce 
about 25% of the nation’s supply 
of Douglas fir plywood. 

Historically, it is true that the 
plywood co-ops have not generally 
remained all-out cooperatives. 
With the value of shares increas- 
ing with expansion, the worker- 
owners have preferred to hire ad- 
ditional labor rather than dilute 
their stock by issuing more work- 
er-owner shares. 
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field in 1956 with a gain of about 
15%, the magazine predicts. Pri- 
vate residential construction will 
increase about 2% in dollar vol- 
ume, it estimates, although the 
number of new housing starts will 
probably show a slight decline. 
In this category the higher spend- 
ing will come from a shift to larg- 
er houses, and slightly higher 
building costs, it explains. 

Author of the Forum’s forecast 
is Washington construction econo- 
mist Miles L. Colean, consultant 
to the Mortgage Bankers Associa- 
tion of America and many other 
construction industry organiza- 
tions. Last September his 1955 
forecast for the Forum foretold 
the banner expenditure records 
being established during the cur- 
rent building season, erring to 
some extent only on the conserva- 
tive side. 


Canada House Starts 
Headed for a Record 

Residential building in Canada 
promises to set a record for 1955, 
the Bank of Montreal reports. 

Housing starts in the first half 
of 1955 are estimated at 58,000 
units which is a 25% increase over 
the corresponding period of 1954 
which also was a record year. 

“On the basis of this perform- 
ance,” the bank said, “it would not 
be surprising if housing starts for 
the year as a whole were to reach 
or exceed the unprecedented figure 
of 120,000.” 


First Israel Cement 
Arrives at Bridgeport 


Israel’s first shipment of cement 
to the U S has been unloaded in 
Bridgeport, Conn. following the 
arrival of the M. S. Tamar, which 
docked with 75,000 bags (3,500 
tons) of Portland cement, from 
Haifa. 

Arrival of the freighter belong- 
ing to Zim Lines also marked the 
first call of an Israeli merchant- 
man at a Connecticut port. 

The order for the shipload was 
placed in July by City Lumber 
Co., Bridgeport, whose president, 
Isaac Schine, decided to meet a 
spot shortage by rushing a con- 
signment here from Israel after 
tests of samples showed that the 
Israel cement conformed to U. S. 
standards. 

(continued on page 16) 
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New Ford Trucks 
for 56 


L oa 











New capacities carry more load; new power moves it faster. 


Now! Most horsepower per dollar! 


NEW POWER! More horsepower for your money than 
any other truck line—proved by comparisons of 
horsepower and suggested list prices of all trucks! 


NEW CARRYING CAPACITY! New bigger payloads. 


New higher-capacity tubeless tires on every model. 


NEW COMFORT AND SAFETY! New Driverized Cabs! 


New, exclusive Lifeguard Design safety features. 


NEW STYLING! New “leadership look" from Pickups to 
65,000-lb. GCW tandem-axle Big Jobs! 


Ford’s big advancements for ’56 can make more 
money for you than ever. Choice of eight new engines 
with Short Stroke design (reduces piston travel, cuts 
friction) and up to 26% more power. New Driverized 
Cabs with full-wrap windshields to cut driving strain. 


New exclusive Lifeguard steering wheel and Life- 
guard door latches give added protection in case of 
accident. New styling builds prestige for your business. 
Now on display at your Ford Dealer’s. 


New Features for 
Building Supply Distributors 


A new Money Maker—the '56 Ford C-600! 
Choice of three Short Stroke Y-8 engines 

up to 168 h.p. New Special Y-8 with 
4-barrel carburetion, such durability fea 
tures as sodium-cooled exhaust valves. 
Three transmissions, too! 18,000 lbs. GVW, 
32,000 Ibs. GCW 
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Sown nn Coury PINK AND COPPER 


CABINET HARDWARE 


540 PULL SHOWN WITH OS4 BACKPLATE 





418 SHOWN ON O26 BACKPLATE 


7-D FREE DISPLAY BOARD 
(You pay only the net cost of hardware) 
Complete line mounted on 17x22 blue pegboard 


426 SHOWN ON O31! BACKPLATE 


The Town and Country line is available either with 
pink pulls and knobs on copper backplates, or with 
copper on copper. All pulls and knobs packed one dozen 
to a box. Individually packaged in clear plastic envelopes 


with screws, except for 552, which is packed in pairs 
with screws, 


QOYO0F/07406644 Ap 


AJAX HARDWARE MANUFACTURING CORP. 


4351 Valley Bivd., Los Angeles 32, California 








For the sash you make or buy: 


Use “PENNVERNON’:. . 


not just “window glass” 





ti, 


Pennuernon 
Window Grass 


rPUAKE ADVANTAGE of this wide-spread acceptance of 
Pennvernon Window Glass by using it exclusively in 
the sash you make or buy. And be sure that the Pennvernon 
label appears on every light of glass in every window sash 
you sell. That way your customers will be sure that you are 
selling “Pennvernon”—not just “window glass.” 
Pennvernon’s clarity and fine finish, its clear, non-fading 
color and its remarkable freedom from distorting defects 


all contribute to its reputation as “window glass at its best.” 


And to help you get your share of Pennvernon Window 
Glass Sales, Pittsburgh Plate Glass Company has made 
available to lumber and building supply dealers a variety 
of point-of-sale merchandising helps. These are all designed 
to keep the name “Pennvernon” foremost with your cus 
tomers and to remind them that you are headquarters for 
Pennvernon Window Glass. For more information, see your 
jobber, or write Pittsburgh Plate Glass Company, Room 
5384, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Pennvernon Window Glass 


PAINTS * GLASS CHEMICALS 


AAR T'S 2: eR, 


BRUSHES 


ee Be 


PLASTICS FIBER GLASS 


GLasS5 COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Dealers 
Increase Business 
with 
Symons Form Rentals 


Because concrete forming is one of the 
first construction steps, many Ready- 
Mix and Building Material Dealers are 
renting Symons Forms to local con- 
tractors. Contractors find that these 
strong, easy to erect forms save them 
considerable labor and time, and insure 
safety no matter how fast the mix is 
poured, 


Symons Form Rental bring the Dealer 

~new ready-mix customers, added rental 
profits, repeat sales of hardware and ties, 
additional lumber and plywood sales, 
increased building material sales and 
customer satisfaction. 


Samples, specifications, actual job 
pastes, literature and forms layouts for 
yuilding your own Symons Forms are 
available upon request. However, for 
guaranteed accuracy and low labor cost, 
we recommend factory made forms. 
Rentals apply on purchase of these 
pre-fab forms. 


le , 
YZ Syons 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Avenue, Dept. J5 
Chicago 39, Illinois 


Please send complete information on buying and 
Building Symons Forms. 


Name — 





Firm Nome 





Address 





_ eS 
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NEWS 





U. S. Chamber Predicts 
Record Business Year 


The United States Chamber of 
Commerce forecasts a record high 
for business this year but says 
further rises probably will become 
more moderate from now on. 

Practically all business baro- 
meters, with the exception of agri- 
culture, are at new highs, and the 
economy is operating close to ca- 
pacity, the Chamber says. For this 
reason, the rate of business ex- 
pansion in the future necessarily 
will have to slow down to a more 
moderate pace. 

Agriculture is considered one of 
the more serious doubtful spots in 
the economy. Farm income in the 
first half of 1955 was 4% below 
the same period last year. 

Among what it called “less 
serious doubtful spots,” the Cham- 
ber singled out the rise in con- 
sumer credit and mortgage debt 
as the most dangerous. It also 
mentioned the upward pressures 
of prices created in part by recent 
wage and fringe benefit raises. 

The Chamber report praised the 
Federal Reserve Board’s efforts 
to tighten credit. “A _ general 
tightening of credit now,” the re- 
port says, “may check excessive 
upward price pressures and would 
allow elbow room to loosen credit 
next year to buoy up the economy, 
if necessary.” 

Considering auto production and 


Chamber dis- 
of substantial 


construction, the 
counts forecasts 
declines next year. 

The Chamber predicts construc- 
tion, which has increased every 
year since World War II, would 
again go higher in 1956. This will 
come, it said, despite a possible 
moderate decline in the number of 
houses started next year. 


1941 Building Dollar 
Is Now Worth 43 Cents 


The 1941 building dollar has 
shrunk to about 43¢, the Dow Serv- 
ice, construction and _ building 
news analysts, reports. 

To state it another way, it now 
takes $2.30 to buy as much build- 
ing as a dollar bought in prewar 
1941. 

The Dow report was based on 85 
cost-sampling cities from Maine 
to Florida and east of the Missis- 
sippi river. 


Personal Income Record 


More than half of the 48 states 
registered further increases in per- 
sonal income of their residents last 
year, the Commerce Department 
reports. 

Personal income in the United 
States totaled $285 billion last 
year, $2 billion higher than in rec- 
ord 1953. 


Fir Plywood Production 1 Billion Feet 
Ahead of 1954; Greater 1956 Predicted 


Western fir plywood manufac- 
turers are mapping plans for push- 
ing plywood demand in 1956 past 
five billion feet amid estimates that 
production this year should be 
close to a billion feet ahead of 
1954. This emerged from their an- 
nual subscribers meeting held in 
Tacoma in September. 

Some 120 plywood officials from 
Washington, Oregon and Califor- 
nia attended the one-day session 
from which came the news that 10 
new firms had joined the industry’s 
joint promotion program during 
the past year. 

These new firms bring to 84 the 
number of plywood mills operating 
under the program. Together they 
account for close to 90% of the 
industry’s total output which 
should top 4.8 billion feet by the 
year’s end. Current production is 
already 38% ahead of 1954 for 
January through mid-September. 

At the meeting, the industry 
named a new chairman of the man- 
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agement committee for the first 
time in 17 years. He was Arnold 
Koutonen, veteran industry lead- 
er and now plywood manager for 
the Olympia mill of the St. Paul & 
Tacoma Lumber Co. 

Koutonen succeeds E. W. Dan- 
iels, elder statesman of plywood 
promotion and a past president of 
Harbor Plywood Corp., Aberdeen, 
Wash., who has served in that of- 
fice since 1938. 

W. E. Difford, managing director 
of the Douglas Fir Plywood Asso- 
ciation, outlined promotion plans 
for 1956. He told industry leaders 
that an estimated production level 
of 5.3 billion feet for 1956 would 
require even greater sales promo- 
tion efforts than ever before. 

Uppermost in the planning, Dif- 
ford said, is emphasis on the de- 
velopment of new markets for spe- 
cial construction panels that would 
utilize western softwood species 
other than fir such as hemlock and 
billions of feet of low-grade logs 
previously unmarketable in the 
form of plywood. 
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Can you identify these big sales points? 


Rust-proof aluminum insect wire screening can’t 
stain siding or window sills—an essential advan- 
tage of modern screening! 


order adequate stocks of aluminum insect wire screen- 
ing in a full range of sizes to meet the growing demand. 


While we do not make insect wire cloth, we do sup- 
ply the leading screening weavers listed below with 
Kaiser Aluminum Wire—nationally recognized for out- 


? Fire-proof aluminum insect wire screening can 
* never be marred through accidental burning by 
matches, cigarettes or flying sparks—a hard-selling 


point of comparison! 


3 Good-looking aluminum insect wire screening 
* never needs painting —requires minimum mainte- 
nance — points that produce quick sales! 


4 Popular aluminum insect wire screening has grown 
* in sales at a faster rate than any other, as a replace- 


standing quality. 


Strong, durable, cladded Kaiser Aluminum Wire 
meets or exceeds commercial standards and federal 
specifications. 


Kaiser Aluminum & Chemical Sales, Inc. General 
Sales Office, Palmolive Bldg., Chicago 11, Illinois; 


ment material. A fact that helps make sales easier! So Executive Office, Kaiser Bldg., Oakland 12, California. 





Promote the aluminum wire screening of these leading weavers -— 
for big markup, big profits and for greater customer satisfaction! 


Gulf Screen & Wire 

Hanover Wire Cloth Division, 
Continental 

Copper & Steel Industries, Inc. 


Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Clark Wire & Supply Corp. 
Donald Ropes & Wire Cloth, Ltd. 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 
Pennwoven, Inc 

Phifer Aluminum Screen Co. 


Seneca Wire & Mfg. Co. 

Spargo Wire Co. 

Standard Wire Cloth & Screen Co. 
Wire Products, Inc. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 
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Let your independent 
plywood jobber carry all 
the stock you need! 


Why bury working cash under a heavy load of plywood 
stock? Your independent plywood jobber backs you to the 
hilt with a big, diversified stock on hand. You can draw on 
that in a moment, keep your working capital free. 


al a What’s more, when you deal with your independent ply- 
€eca wae Ps. te wood jobber, you get extras like... 
e@ Quicker delivery © Selling aids 


@ Personal interest © On-the-spot inventory 


Deal with the man on your side . . . your independent 
1905—FIR PLYWOOD GOLDEN JuBiLee—1955 plywood jobber! 


EVANS PRODUCTS COMPANY, Dept. S-10, PLYMOUTH, MICH, Plants at: Coos Bay 
and Roseburg, Ore.; Vancouver, B. C.; Evans Sales Offices: Plymouth, 
Mich.; Coos Bay, Ore.; New York, N. Y.; Chicago, Ill; Tampa, Florida. 


... DFPA grade-marked for uniformity 
VVAMEER FIR PLYWOOD Evoneer is o TM of Evans Products Co. * Evans is on associote member of the NPDA 
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YOUR PROFIT-MAKING 


Big Eye-Opener 


Here’s a smart way to bring lots of people into 
your showrooms and sell them on costly painting and 
redecorating jobs. Everywhere you look on the road 
today, you see hundreds of new cars in the gayest, 
smartest color combinations ever offered, proof that 
Americans are spending millions for modern color- 
styling. So why not cash in on this big color boom? 
You can make many extra sales with this special 
promotion. 

Plan an art show with colored pictures that open 
people’s eyes to the huge difference modern color- 
styling can make in their homes. As a starter, decide 
on as many different styles of architecture, old and 
new—and as many different kinds of rooms. as your 
budget will permit you to feature in your show. 

Next, plan to show three different color schemes 
which can be used in painting each exterior and each 
interior. In that way, you can open your prospects’ 
eyes to the many possibilities and exciting effects 
new color-styling offers. 

By using this three-way device, you can also appeal 
to a much wider variety of tastes, help people to get a 
much better idea of how they would like to repaint 
or decorate their homes. 


By Norm Advertising, Inc. 
New York, N. Y. 


FORUM 


Both your manufacturers and the big national 
home and decorating magazines can help you with 
picture material for your exhibit. For best results, 
mount your pictures in vertical lines of three on the 
walls of your showroom or on folding display screens. 


- 


Black-Eye Department 


In hotels, restaurants, professional buildings and 
many other public places, tremendous ill will is 
caused daily by dark, dingy, poorly equipped, out- 
moded rest rooms. This is particularly true of pow- 
der room facilities for women. Why not cash in on 
this huge modernization market by putting on a spe- 
cial campaign to land this business now? Besides 
bringing you extra profits it will be a break for the 
whole community as one of the most needed im- 
provements. In drawing up powder room plans, here 
are some of the facts of life you need to know. 

Careful study shows that these are the biggest ill- 
will building features which infuriate women. Cubi- 
cles that are too cramped to accommodate mothers 
helping small children and cubicles too small to turn 
around in, with heavy winter coats, purses and 
bundles to struggle with. No place to lay packages 
and handbags except on the floor. 

Too-narrow glass shelves over wash basins which 
invariably send handbags and packages crashing 

(continued on page 24) 





BY THE MAKERS 


OF THE ORIGINAL 


WATERSHED 


TRACK 


———-——FRANTZ 
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5 G HANGER 
lO 


A WATERSHED TRACK DESIGNED to 
handle doors weighing up to 350 Ibs. 
FOR MODERN BUILDINGS 


HANGER is made with pressed steel wheels, full 24%” in 
diameter and equipped with roller bearings for smooth 
easy operation. Both wheels and adjusting bolt and nut 
are heavy zinc coated and drop-strap is of the best 
grade baked Japan. Hanger permits vertical and lateral 
adjustments to be made easily and quickly. 


COVERED 
TROLLEY TRACK 














TRACK has interlocking joint assuring precise align- 
ment...no brackets are needed. Lifetime cover is 
stormproof, bird proof, protects top of doors from 
rotting. 


Both rail and cover are made from 16 gauge steel, 
electrically welded top and side. The No. 66 Hanger 
and No. 109 Trolley Track is one of the best combina- 
tions Frantz has ever offered the trade. 


MANUFACTURING CO. 


STERLING, ILLINOIS 
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BIG NEW MARKET FOR YOU 
easy to install—low cost 


Cupples 


Aluminum 
Avan aLeren\ a> 


sin os 


At last! A revolutionary, n 


a ea 


with all the quality features asked 


ae er wereey 





—_ 
~~ 
¥ i Hi 


homeowners, yet priced 


Get ready for immediate demand 


. 


Cupples window. Stock it... pre 


% 


Sales and profits are bound to be 


HERE'S WHY YOU'LL MAKE MORE MONEY WITH 
—Jialoii- tam lato m-Visleslialelasm Alaloloh. 4 


JUST 4 NAILS TO INSTALL FOR ANY STYLE OF ARCHITECTURE 
One carpenter instalis it in minutes snugly Perfect for new homes, remodeled older homes, light 
permanently. No fitting, no adjusting, no call-backs commercial buildings. Endorsed by architects and 
Fin trim is integral. Comes completely assembled. Instol builders 

lation hardware attached 


WIDE SELECTION 


QUALITY DESIGN Available in all populor sizes and styles, including 


Cupples single-hung aluminum windows are stronger, more picture windows 
rigid. Silent, finger-tip operation. Weather-stripped, like 
the finest Cupples windows, with Schlegel Cloth (high pile SMALL INVENTORY REQUIRED 


fabric in meta! binder). Dust and draft-free. Never bind Orders filled from our modern factory in minimum time 


or stick, Never need painting That meons a small! investment for you 


Distributors wanted in a number of areas 


c------------- 
Lista cen ener cenemamenamentn 
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and 19 favorite 
Atl 


enamel. All in this « 


elie Man mellslt Mi alib ih ie el: 


You carry a rock-bott 
Tell amelileMmelels amele 
Yet, you offer con 
elie] sl mel Me) elela 
ohmae) els: 
MINNHUE colors are 
perfect for qu 
AC Tel oMolielel mm sells 
customer-tested col 
Paints MINNHUE Cust 
alt ie) fem Mame Bh Jilelilliemeleh 2-18) 
elloh Mmelile MM sleclileliien 


bigger paint volume 


' fe t 


 hipavz\ WRITE NOW FOR FULL INFORMATION ON 


Minnesota THIS UP-TO-THE-MINUTE COLOR SYSTEM 
PAINTS 


ne — MINNESOTA PAINTS, INC. 


MINNHUE ee en 


COLORS Send me the big news about “Minnesota” MINNHUE Custom Colors, and how they can 
help me boost my paint volume 











NAME 





Minneapolis 
Fort Wayne 
Atlanta STATE city 


ADDRESS 
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Mr. Dealer — 

The bright beauty of trademarked, 
end-waxed SOUTHWEST Ponderosa will 
make up your customer's mind for him! 


Your customers can see the fine quality of smooth, straight, 

Southwest Ponderosa Pine. They want this finer lumber 

product, cut from high altitude virgin forests, precision 

manufactured, carefully graded and scientifically dried. Finer 

Supply this demand by insisting on genuine Southwest Pon- Lumber Yards 
Sell 

Southwest 


Trademarked 
Write today for the name of your nearest representative. Lumber 


derosa, end-stamped with our “Indian Sign” trademark for 


easy identification. Quick delivery on straight or mixed cars. 








Southwest vv LUMBER MILLS, INC. 


Box 908 ° PHOENIX, ARIZONA 


SIDING *© SHEATHING *© SUB-FLOORING *© ROOF DECKING © PANELING © INTERIOR FINISH 


* Accept no substitutes... Look for the Southwest end-stamped trademark 
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There’s no business 
like the Zonolite business 





DANNY RAYE 


STAR OF PARAMOUNT'S 


+“ THE COURT JESTER” 


in VISTA WISION—Color by Technicolor 


Dealers! You must have heard by now 
that Zonolite’s big DANNY KAYE 
sales promotion on winter insulation is 
topping all previous Zonolite sales rec- 
ords for dealers everywhere. There’s still 
time for you to identify your store as 
Zonolite winter insulation headquarters. 
Giant ads are now appearing in big na- 
tional magazines and newspapers (Better 
Homes and Gardens, Parade, American 
Weekly, This Week, Farm Journal— 
many others). And color tie-in material 
is available to you, including a life-size 
display of Danny Kaye sparking this do- 
it-yourself insulation push! We'll rush 
this free material to you immediately. 
Send coupon today. 











Zonolite Company, Dept. AL-105 


oF . \ 135 S. LaSalle St., Chicago 3, Illinois 


“ee \ 
a; ‘ . . ‘ . 
® Please rush me free material that ties me in with the new 


+ 
ZO hl @ ) L T a Danny Kaye winter insulation sales promotion, 


ZONOLITE COMPANY, 135 S&S. LaSalle St., Chicago 3, Ill. 
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YOUR PROFIT-MAKING FORUM 


(hegins on page 19) 





into the wet sink or onto the floor. Poor lighting 
everywhere. Small, inadequate coat hooks located 
over paper containers. Dark gray or olive green par 
titions that make poor lighting even worse. 

Why not point out these facts to the owners and 
managers of hotels, restaurants and other places 
anxious to boost good will and business and show 
them A-1 plans that eradicate all these sources of 
public irritation? 

Also point out the importance of better rest rooms 
to factory owners and managers if they are to hold 
the good will of their employes, especially women 
employes. And stress the importance of finer rest 
room facilities to the owners of older office buildings 
if they are to attract and hold the most desirable 
tenants. 


Outdistance Competition 

Now’s the time to equip one of your trucks with 
winterization materials and put your show on the 
road. Many people who never come in for storm 
doors, storm sash, weatherstrips and calking can be 
sold if you take samples of your winterization mate- 
rials to them. This is particularly true of farmers 
busy with harvesting or too short-handed to get in 
to town. 

In your mobile sales unit, be sure to include in- 
sulation samples, power tools and all kinds of handy 
home repair products. Since fall is a big house- 
cleaning time too, you can also make many extra sales 
by equipping your truck with a full line of household 
cleaning products. This is a grand way to introduce 
many new customers to your household supply de- 
partment because most people have no idea lumber 
dealers stock such products. 


Success Courses 


Who’s most likely to succeed in selling the most 
new homes, modernization and decorating jobs to- 
day? The dealer who continually reaches out to the 
public with new and different promotions that make 
his yard stand out from competition. Here’s a sure- 
fire idea that really pays off. 

Years ago it was husbands who decided whether 
to modernize or build, and determined what to buy 
and where to buy it. Today, women are at the root of 
almost every decision to build, modernize or redec- 
orate and it is women who are exerting the most 
influence on when to act, how to plan, what to buy 
and where to buy it, mainly for these reasons. 

First, because women are much more conscious of 
the appearance, lack of space, comfort and con- 
venience in their homes than men. Second, women 
spend far more hours than men, studying the big 
home and decorating magazines. Third, it is women 
who are doing most of the preliminary shopping 
research on new homes and modernization jobs today. 

Here’s one of the smartest ways you can attract 
them to your yard and get them to start planning 
and take their first steps toward concrete action. 
This fall, offer free courses in “Home Planning,” 
“Home Remodeling,” and “Home Decorating” given 
by your staff experts. 

The best plan is to offer informal lectures with 
plenty of time for questions and answers and class 
discussion. And to illustrate your points with minia- 
ture models, samples of materials which can be 
passed around, colored pictures and _ before-and- 
after photographs of jobs you have done for local 
people. Sell them on the fact that no one is better 
equipped to give them those things than you and 
your staff. 





More and more quality-conscious home buyers are becoming 
“sold” on the strength, adaptability and beauty of lumber 


bearing the stamp of Grade-Marked Southern Pine 


Lumber. They know this stamp is the way to 
tell this superior, versatile wood . . . and 

to look for those who sell it. 

That's why you can build sales 

and reputation with Grade- 

Marked Southern Pine. 

More saleable .. . 

more avail- 

able than 


SOUTHERN PINE ASSOCIATION+s NEW ORLEANS, LOUISIANA 
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another 


SCHLAGE 


MASTERPIECE 





The Tulip design promises a luxurious touch As a lock mechanism, the Tulip offers a 
for your customers’ buildings . . . reflecting supreme standard of operating ease and 
quality wherever it is installed. Combined locking efficiency. Schlage’s name on the 
with Schlage escutcheons or as a design by latchplate assures your customers quality 
itself, it isan appealing asset for door decor and security for the life of the door 





SCHLAGE 


SCHLAGE LOCK COMPANY * SAN PRANCISCO * NEW YORK + VANCOUVER, B.C. 
Address all correspondence to Schlage Lock Company, San Francisco 








WHAT'S COOKING AT 
PACK RIVER? 


Packy’s busy logging and manufacturing “QUALITIZED” wood and 
wood products... seeking ways to improve service and provide you 
with the variety that comes from the manufacturing facilities and 
inventories of fine plants. In the research laboratory, Packy’s helpers 
are working on new products and new methods to improve materials 
for American Builders. 


cunocue PACK S@RIVER 


sateen pecker CF TREE FARM R PRODUCTS 


THE ADORESS, PHONE AND 
TELETYPE ARE THE SAME P. O. BOX 64 SPOKANE, WASHINGTON 
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OW! A TERRIFIC NEW DO-IT-YOURSELF 
ITEM—THE AMAZING FAUCET-TYPE 


DISHWASHER 


Anyone can install it! 
No need for special plumbing or wiring! 


It's sensational! Bound to be a hit with your customers! The 
amazing faucet-type Gerity Dishwasher is the great new 
appliance that scrapes, washes and rinses dishes in one simple 
operation! No complicated plumbing or wiring—so easy to 
install that any of your regular do-it-yourself customers can 
mount one in a jiffy. An amazing time-and-work-saver anyone 
can own—at about a tenth of the cost 

of expensive electric machines. De- 

signed for beauty and trouble-free 

operation. Carries a full factory war- 

ranty—so once sold, it stays sold! 

Ask, too, about Gerity’s complete line 

of bathroom accessories. Write for 

details! 


Can be installed RETAIL 


H Write for full 
on most sinks eee 


* ee , 
ina jiffy! Also available with yoke and 


fittings at slight extra cost 








PATENTS PENDING 


SCRAPES, WASHES, RINSES DISHES IN ONE OPERATION! 


OS pe 


Push-button Suds! A touch of the Clear Rinse! Piping hot, faucet- 
finger combines rich, sudsy water fresh water flows from brush. 
with brush action for extra You get dishes really clean in 
cleanliness. half the time! 


GERITY-MICHIGAN 
CORPORATION 
DISHWASHER DIVISION 
No Wiping—Stack to Dry! ADRIAN, MICHIGAN 
You use extra-hot water that’s WEST COAST; 
always fresh and clear. Dishes 2350 E. 38th St., 
dry bright without wiping. LOS ANGELES, CALIF, 
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once it was a A few years ago practically all white cement went into a 


' j specialty product such as architectural concrete units, stucco, 
specia ty TOM «o> terrazzo, cement paint . . . these markets continue to increase 


plus widespread purchases by home-owners who want more 
attractive concrete than can be made with grey cement. 4nd 


o 
hb U f HO @ Z "4 the extra cost is so little on most jobs! 
Trinity White Cement is whitest in the bag... whitest in 


the mix . . . whitest in the completed job. It is a true portland 


« 
/ cement that meets all Federal and ASTM specifications. For 
1S /} STA _ literature and quotations write to 111 West Monroe St., Chi- 


cago. Offices at Dallas, Chattanooga, Tampa and Los Angeles. 


-” 


THE WHITEST WHITE CEMENT 


Dy 


@ product of GENERAL PORTLAND CEMENT CO. : EALERS! 
Send for your copy of this new 
CHICAGO + DALLAS + CHATTANOOGA + TAMPA + LtOS ANGELES popular booklet for consumers, 
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COAST CHERRY 
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Cixciting... 





(xceptional... 






Exclusively 
\ MENGEL! 
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UT not expensive — no, sir! Which is precisely why 
builders are actually excited about Mengel Doors in 
rotary-cut Gold Coast Cherry. 

This newest addition to our extensive line has swept to 
exceptional popularity in but a few short months. Because 
with all its beauty, all its glamour — it is actually priced 
lower than many domestic hardwoods! 


BY 


MENGEL 


What’s more, Mengel Doors of Gold Coast Cherry save you 
extra money in finishing. One finish coat on their satiny, 
close-textured surfaces is better than two coats on many 
other woods. 






That’s Mengel for you — better looks, better value! See 
for yourself: order an inspection lot from your distributor. 


Door Department, THE MENGEL CO., Louisville 1, Ky. 


World’s Largest Manufacturer ot Hardwood Products 
(Mengel Permanized Furniture, Doors, Kitchen Cabinets, Wall Closets) 
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‘T've got the 

Insulation Board Market 

right in the palm 
of my hand!” 


‘*We've discovered that we can get a very healthy 


share of our local insulation board market by offer- 
ing the complete and integrated Gold Bond line,’’ 
says Mr. Czerwiec, head of three Chicago-area 
lumber yards 

‘These high quality products meet all of our cus- 
Satisfaction is assured because all 


tomers’ needs. 


the products are backed one dependable manufac- 


turer, National Gypsum. We find it’s to our advan 


tage to buy all these products from one Gold Bond 


NATIONAL GYPSUM COMPANY e@ 


GYPSUM BOARD 
pReooucts 


Build better with 


Gold Bond 


LATH, PLASTER 
AND LIME 


30 


ative now.. 
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says John “Pat” Czerwiec, Presi- 
dent, Czerwiec Lumber Co., Inc., 
3700 Southwestern, Chicago 9, Ill. 


1. Insulation Board Panel. 2. Hardboard. 3. Shingle Backer 


4. Insulation Roof Board. &. Insulation Tile 


6. Acoustamatic Tile. 7. Insulation Plank 
8. Asphalt-impregnated Insulation Sheathing 


9. Asphait-coated, aluminum-painted Insulation Sheathing 


salesman for delivery in one shipment. We’re able 
to order any combination of insulation board prod- 
ucts we want!’’ 
Whether your customers are doing remodeling or 
new construction jobs, there’s a Gold Bond Insula- 
tion Board Product you can sell them... for use out- 


side or inside! Find out today about all the advan- 
tages of offering the complete, integrated Gold Bond 
Insulation Board line. Call your Gold Bond represent- 


.or write Dept. AL-105. 


BUFFALO 2, NEW YORK 


ASBESTOS ROOFING 
AND SIDING 


INSULATION BOARDS 
PLANKS AND TILES 


ROCK woo. 
INSULATION 


PAINTS AND 
TEXTURES 


ACOUSTICAL 
THES 


INSULATION BOARD PRODUCTS 
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Report from 


Russia has accepted an invitation to 
send 10 Soviet housing officials on 
a homebuilding inspection tour to 
the United States. NAHB president 
Earl W. Smith has been informed 
by the Russian Embassy that the 
delegation expects to reach New 
York on October 2 to start a four- 
week tour. The group is to visit 
New York; Boston; New Orleans; 
Austin and Tyler, Texas; Los An- 
geles; San Francisco; Tucson; 
Seattle; Chicago; Fort Wayne and 
Washington, D. C. 


| & 


Judging by the report of the Amer- 
ican farmers who went to Russia, 
the USSR wouldn’t have much to 
tell American builders about single- 
family residence construction; but 
Russia seems to have built some 
extraordinary large structures, 
such as apartments and office build- 
ings. 


Som = 


The need for additional public 
school classrooms is starting a good 
many experiments. Enrollments in 
American public schools are more 
than 500,000 greater than a year 
ago, and school experts think it will 
take 52,000 or more additional class- 
rooms for pupils. Lafayette, Ind., 
has built what the Wall Street 
Journal calls the “Little Red Pre- 
fab” since the _ eight-classroom 
building was largely prefabricated. 
After the foundations were poured, 
the building was erected in 21 
working days. 


Excluding landscaping and paving, 
the costs averaged $18,444 per class- 
room. A conventionally built struc- 
ture in a neighboring community, 
a school comparable in size and 
equipment cost $27,000 per class- 
room; and while it was started ear- 
lier than the Lafayette building it'll 
not be finished and ready for use 
until next year. It’s hard to com- 
pare two such buildings in terms 
of quality and years of probable 
service; but the Lafayette people 
seem content with their building. 
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The Lafayette school is constructed 
in two-room units; and each unit 
has its own heating controls and 
washrooms. It seems there’s some 
prejudice against prefab schools, 
carrying over from some unsatis- 
factory portable schools tried short- 
ly after World War I. But this is 
not a portable building. In its own 
way it is as fixed and permanent as 
were the old General Grant Gothic 
buildings. Next summer the La- 
fayette building will be enlarged 
by the addition of 10 more class- 
rooms. 


+ + * 


Fannie May is reported to be buy- 
ing home mortgages at the rate of 
$115 million a week. Private lend- 
ers who sold few mortgages to the 
FNMA last winter and _ spring 
found that the tighter money mar- 
ket left them little choice but to sell 
to Fannie to get the money needed 
in the construction market. The 
plan for the gradual private take- 
over of Fannie’s fiscal function has 
gotten delayed a bit. 


x«~ * + 


Six more Federal Reserve Banks 
New York, Richmond, Chicago, 
Kansas City, Dallas and San Fran 
cisco have raised the rediscount 
rate from 2% to 244%. As of this 
writing only Boston and Minne- 
apolis stay at 2%; and the rumor 
is they’ll take the jump soon. This 
is part of the Federal Reserve 
policy to hold down the expansion 
of the country’s supply of money 
and credit. One reason is that re 
cently member banks have been bor 
rowing from the Reserve in quanti 
ties enormously higher than a year 
ago. 


eS ¢ 


U. S. Plywood reports its sales as 
running at an annual rate of $200 
million. August sales this year were 
$18,035,000, as compared with $10, 
954,000 in August of ’54. Demand 
for plywood is at a record-breaking 
rate; and 8S, W. Antoville, president 
of the corporation, thinks if credit 
restriction should produce a mod- 


WASHINGTON 


Ten Russians View U.S. Homes... Schools May 
Go Prefab... 65.5 Million Gainfully Employed 


erate check in new residence con- 
struction, other market sources 
would maintain the demand for 
plywood, 


Government reports are that Aug- 
ust employment reached a_ record 
total of 65.5 million; about 500,000 
more than the earlier record high 
in July. The Commerce and Labor 
Departments say this high August 
figure was due to the usual seasonal 
expansion in non-farm industries, 
plus the unusual and nonseasonal 
maintenance of a big farm work 
force. Unemployment in August 
dropped 250,000, to about 2,200,- 
000; the lowest unemployment fig- 
ure since November, 1953. As 
usual, when unemployment figures 
are low, a good many workers on 
the list are merely changing jobs. 


Paperboard demand continues to 
rise; and since this material is 
used to package a wide variety of 
products many business men look 
upon its sales rate as a general 
business barometer. Lumber sales 
have fallen slightly, following the 
minor decline in residence construc- 
tion and the disruption of eastern 
buying caused by hurricane floods. 
At this writing, wholesale lumber 
prices are*remaining at about their 
earlier levels, 


Fir plywood output, according to 
the Douglas Fir Plywood Associa- 
tion, is 38% ahead of 1954 for the 
year to date. Total '55 output is 
now estimated at 4.8 billion square 
feet, as compared with 3.8 billion 
in 1954. Estimate for 1956 is 5.3 
billion feet. The Hardwood Plywood 
Institute is reported to have tight- 
ened regulations governing the use 
of the quality label of the HPI. This 
label, of course, is the buyer’s as- 
surance of quality; of importance 
to home carpenters and home work- 
shop fans as well as businesses, 


R. Y. Kerr 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
mnanutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *Hamer Lumber Sales, Inc.....Kenova, W. Va. 
Appaeischian Hardwoods, Flooring, Planing Mill Products. Exclusive Sales Agents for 
Glued Dimensics. J. P. Hamer ge Co., Inc. Hamer Lbr. Corp. 
Kenova, W. V Appalachia, Va. 
retin Appalachian Hardwood Lumber 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
The M. B. Farrin Lbr. Co...... Cincinnati, Ohio Mills at Combs, Ky. and West irvine, Ky. 


Compiete Line of Appalech an Hardwoods. "Maple 
Kila nd Ai Driea Appsiachian Rarawoods 
— = 5 ‘Oab ond aote Ploorne and Oak flooring 


— Mower Lbr. Co Charleston, W. Va. 


Virginia Hardwoods, Flooring and Glued-up Dimension. 
Son aha ns Peeee toan tedman® — oe p atom, Salen. 
Durbin, Colcord and Petrus, W. 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. 


*Wood-Mosaie Co., Inc Louisville, Ky. 
“Parkay” Ready-Finished Mardwood Flooring, Lumber, 





*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR 7 caw 
Band Sew and Planing Mill at Flat Lick, EK 


Always Specity 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, inc. 
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Talk about fast-moving farm products! 
There's more AMERICAN FENCE 


Everyone is talking about fast-selling 
American Fence. It’s known and praised 
throughout the country. Farmers like its 
heavy galvanized coating, its hinge-joint 
construction, its extra-long staying 


power in the field. They pass the pe 
word on to their friends and neighbors, 
the demand for American Fence in- 
creases, and the cash registers of ‘““Amer- 
ican” dealers keep ringing up new sales. 


This friend-to-friend advertising is 
backed-up by consistent farmer testi- 
monial advertisements which appear in 
leading national and farm magazines. 
Radio and TV commercials, plus dealer 
hand-out literature and direct mail 
pieces, also help sell your prospective 
fence customers. 

The established name of American 
Fence and its reputation for economical, 
trouble-free service make it an outstand- 
ing business-booster for the dealer who 
handles it—the man who displays the 
“American” sign. Better put fast-moving 
American Fence to work for you! 


of steady profit AMERICAN” products? 
Here are some popular ‘‘fast-movers”’: 


° 
- 
e 
. 
* 
° 
« 
je 
© 
* 
5 « 
je 
je 
« 
. 
. 
» 
° 
° 
. 
« 
” 
° 


I Why not handle the whole line 





AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


‘25 snide 


——— 


USS American Galvanized 
Barbed Wire USS American Tie Wire 


for Automatic Balers 








= —— — a — 
se == 


SEE THE UNITED STATES STEEL HOUR. It's a full- 
hour TV program presented every other week by 
United States Steel. Consult your local newspaper 
for time and station. 


USS Americen “U” and 
Studded “T” Posts 


U N IT €E OD me Me . 3 Fe eh 
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EDITORIAL: 


Organized Thinking for Better Decisions 





“Enthusiasm is a combination 
of energy and emotion. It is in- 
tense emotion which produces a 
deep impression on customers 
and arouses their interest. It is 
easier for a buyer to listen to 
enthusiastic salesmen than to 
think of other things.” 


“Successful Salesmanship”’ 
by Paul W. Ivey 


They are wrong who say that 
life begins at a certain age. A 
new life begins each day. The 
night is a curtain between the 
past and the present. The break 
of day lifts the curtain on a new 
life, an opportunity to strive 
and to achieve. 


Leigh M. Hodges 
ae 


You can buy a man’s time 
You can buy a man’s physical 
presence in a given place 
You can even buy a measured 
number of skilled muscular 
motions per hour or day 
But you cannot buy enthusiasm 
. . you cannot buy initiative 
. you cannot buy loyalty . 
you cannot buy the devotion 
of hearts, minds and souls. 
You have to earn those things! 


Clarence Francis 
—General Foods 


At a recent workshop sponsored by American Lumberman, 
dealers attending worked out an organized step-by-step pro- 


cedure for improving an executive's batting average in decision 
making. 


Here is the schedule: 


1. Be alert to all facets of the existing condition needing 
improvement. 


Seek out the real problem that underlies the apparent 


Secure all facts pertinent to a solution of the problem. 


Analyse the situation objectively in the light of avail- 
able facts, potentialities, precedence and policy. 


5. Evaluate realistically the human material and monetary 
benefits in alternate courses of action. 


6. Apply creative thinking, imagination and inventiveness 
in projecting new patterns of solution. 


7. Check, test and discard one by one each possibility until 
the right one emerges. 


8. Check whether the money, facilities and competency 
required by the right decision are available or can be secured. 


9. Check whether the cost in money, time and effort is justi- 
fied and practical. 


10. Finally review the constructive purpose served by the 
decision. 


11. Assume without fear the responsibility for making the 
decision. 


12. Decide at this point. 


13. Coordinate the human and physical instruments re- 
quired for effective action. 


14. Organize the communication involved in making the 
decision effective. 


15. Follow through with any further personal supervision 
or action necessary in making the decision productive. 


Minor decisions may not require all these steps but adher- 
ence to this schedule in principle should heighten executive 
efficiency_,in decision making. 


Suggestions for additions to this list are solicited. 
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stands for QUALITY in door hardware! 




























“Silver Streak" Vanishing Door Hardware 
for residential sliding doors 


a There’s no com- 
i promise with 





Be quality at R-W Ba 
oe ...that’s why we: 
% “Silver Streak”’ is ef 
consistently the 4 
finest in residen- 4 
tial sliding door 
hardware. Noise- 


less, smooth and 
effortless in oper- 
ation, ‘‘Silver- 
Streak’’ features 
precision-made 
ball bearing hangers with bakelite wheels 
and extra-hard extruded aluminum track. 
Specifically designed for installation in 
standard 2 x 4 studded walls. 








999” Garage Door Hardware 



























R-W “‘Lock-Joint” Track and Trolley 


For farm and industrial buildings, 
warehouses, garages... for any 
door weighing up to 1% tons... | 
R-W ‘‘Lock-Joint’’ Tracks and 
Trolleys deliver years of service and 
dependability. Quality manufac- 
tured, from the tiniest part to the 
biggest, R-W ‘“‘Lock-Joint” is an 
outstanding representative of the 
R-W line. 

““Lock-Joint” Track mounts with 
self-locking brackets that join track 
lengths together as one smooth 
piece. R-W Hangers are available 
with roller, ball or Oilite self-lubri- 
cating bearings. 

When you recommend R-W, you 
recommend the finest, with 75 years 
of dependability to back you up. 





Convenient to stock...easy to sell... 
R-W “999” is completely packaged hard- 
ware for overhead garage doors. Designed 
and engineered for single doors weighing 
up to 200 lbs. and double doors up to 375 
lbs. Because of the meticulous attention 
to quality in every manufacturing detail, 
“999” offers perfectly balanced operation, 
dependable action and maximum service. 
Easy to install... ideal for the do-it-your 
self customer. 















: P “yRor™ 
Catalogs available on request 


ichard S- Wilcox fq. Co. ano 


AURORA. LUINOIS 





a no OR ANY D ae £ eee eos ee 


Branches in Principal Cities 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & 
226 W. THIRD STREET, AURORA, ILLINOIS © — EQUipmEnt s INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 
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TEMLOK SHEATHING 


One hoist of a lift truck loads enough 
lemlok® Sheathing to cover an average 
house. Packaged in 96 square-foot bun 
dies, Temlok is easy to move out of the 
boxcar, into the warehouse, onto the truck 
and off at the job site. Cuts in-yard han 
dling costs considerably, gets orders out 
faster Hand loading is quicker, too. 


These two Temlok products 


CUT IN-YARD AND 


TEMLOK ROOF DECK 


Easy-to-handle packages of Arm 
strong Temlok Roof Deck cut loading 
time considerably . and your costs 
along with it. Each 2’ x 8’ package con 
tains 32 square feet of roof deck, insula 
tion, vapor barrier, and finished ceiling all 
in one building material. No more stop 
ping all over your yard to pick up cumber 
some roofing boards, sheets of roof insula 
tion, vapor barrier paper, and cans of paint 


Close more sales... make more profits... 
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Builders cut labor costs with Temlok Sheathing. 








No costly delays from rain because 
Armstrong Temlok is weatherproofed inside 


No more time and out. Water rolls right off the Rain 


wasted grappling with loose lumber. There's less sawing, less nails to Shield® Finish. Work can be resumed al 
pound, much less waste. Builders cover a house in one day, cut labor most immediately after the storm passes. 
time 35%. (As an extra plus for you, Armstrong will print your name Temlok is also asphalt-impregnated to pro 
and address free on each Temlok sheet in a minimum half carload o1 tect the board's interior after it has been cut 
der. Here’s powerful local advertising that doesn’t cost you a penny!) Chere’s no sticky substance to gum up saws 


ON-THE-JOB COSTS 


moe 





Builders save up to $250 per roof with 
Temlok Roof Deck. Savings begin with un 
loading direct from truck to roof, continue 
through entire roof job as Temlok Roof Deck 
replaces several old-style materials. This ma 
terial cuts labor time 50%. At the same time, 
you make more money, because there's more 
profit for you in Armstrong Temlok Roof Deck 
than in all the other materials it replaces. 


with Armstrong 
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Beautiful exposed beam ceiling at no extra cost, no extra labor. 
When Temlok Roof Deck goes down, a completely finished ceiling goes 
up... automatically. Plastering and painting are eliminated, Not only 
do builders save money, but they gain a distinctive new feature that 
makes a strong impression on prospects, helps sell houses faster, 


Your Armstrong Wholesaler wil! supply you with the complete 
Temlok line .. . and will do the bulk of your warehousing for you. Con 
tact him for the full cost-cutting Temlok story or write Armstrong Cork 
Company, 3710 Rieker Avenue, Lancaster, Pennsylvania 


TEMLOK 


SHEATHING ° ROOF DECK ° INTERIOR FINISH 
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1. LUMBER LIDS are easily moved by 
fork lift to any area within the yard 





2. THE LID is lowered over the pile, 
which is moved to a suitable area for 
storing or drying. =s 


Octoher 7, 


Portable 
Lumber 
Lids 

Go 

“Top Hat” 


California wholesaler 
maintains flexible lumber 
storage at nominal cost. Here 
are the details. 


An effective solution to the 
problem of protecting lumber 
while in storage has been intro- 
duced by the Ed Fountain Lumber 
Co. of Los Angeles, Calif. Specially 
designed portable lumber lids are 
used to cover piles, in “top hat” 
fashion. 


The lids are picked up with a 
fork lift truck by means of small 
holes near the top and placed over 
the lumber pile. The pile can then 
be moved to any available area in 
the yard. 


“This keeps the yard completely 
flexible,” says Ed Fountain, “and 
it also eliminates the problem of 
moving a large amount of lumber 
to get at piles, which might be 
— at the back of an ordinary 
shed.” 


The lost area, required for lift- 
ing in conventional sheds, is also 
eliminated and the cost is con- 
siderably reduced, since no sup- 
porting members are required. 
Fountain portable lumber lids are 
wide enough and long enough to 
provide complete protection from 
norma! rain and yet allow drying 
from all four sides. 


Plans and a materials list for the 
lumber lid are available by courtesy 
of the Ed Fountain Lumber Co. To 
get your copy, write American Lum- 
berman, 139 North Clark St., Chi- 
cago 2, Il. 


3. LUMBER PILING is simplified, 
since obstructions found in ordinary 
sheds are eliminated. 
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As Good As It Looks... aa’ 
And Nothing Looks Better ! 


Smooth, streamlined and contour-formed, with great seam-free work 
areas up to ten feet long! That’s UNITED, the new kitchen 
cabinet top that all America is looking for! 


Formica and steel are wedded together and contour-formed for life 
in big one-piece counters— seamless all the way, from rounded 
front to swing-up backsplash in unique UNITED construction! 


p 


Be Wice Be Sure Buy United 






HOME-PLANNER ENDORSED! 
Housewife Mrs. Mary-Alice Eaton says: 
“1 was one of the first to have a UNITED top in my 
kitchen, and I couldn’t be more pleased! 
It’s not only lovely, but a dream to work with!” 


Mary -Ahice kalou. 





t 











UNITED TOPS ALONE CAN SELL A KITCHEN! 


UNITED tops offer more than any other kitchen cabinet 
surfacing! Exclusive, patented UNITED end-capping is 
' the most effective ever devised —water and grease 
just can’t seep in! UNITED can never warp, crack, 
‘ buckle or separate! Further, this 
{ versatile end-cap allows you to FORMICA 
| enlarge kitchen assemblies any- 
time after initial installation. 
UNITED tops install easily on all 
standard-sized kitchen cabinets and 
are available in straight lengths of up to 
ten feet. Sinks and fittings can be installed 
wherever required, and UNttep features special 
corner units for L-shaped or U-shaped kitchens. 
















KITCHEN CABINET TOPS 
THERE ARE A FEW LOCAL FRANCHISES AVAILABLE TO QUALIFIED DISTRIBUTORS. WRITE TODAY TO: UNITED METAL CABINET CORPORATION 
168 SEVENTH STREET + BROOKLYN 15, NEW YORK 





Ms Up 
Custom Cutting 


LUMBER !IS CUT to the customer's 





Personal Advice 


specifications 


SOUND CONSTRUCTION ADVICE 
without charge at Village Lumber Co., Elmont about finishing a basement room is of 
fered a young homeowner at Meadow 

brook Lumber Co., Bellmore. 


Another AL Roundup 
How to Capture the} 





Seven Long Island dealers tell how they 
offer schools, at-home consultation, easy fi- 
nancing and efficient service to keep handy- 


man customers coming back. 


Stock Name Brands 


WIDE VARIETY of samples are provided 
at Meadowbrook Lumber Co., Bellmore, so 
customers can easily select colors and 
nationally advertised products 


Practical Displays 


CONSTRUCTION DETAILS are easily explained with this mock-up of an 
attic room at White Lumber Co., Massapequa 
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Do-it-Yourself Plans 


Demonstrations 





LARGE SELECTION of plans for do-it-yourself projects is offered free to inter 


ested customers at Dean Lumber & Trim Co., Syosset 


The Long Island building boom, sparked by New 
Yorkers migrating to the suburbs, is creating a 
fertile home improvement market for building ma- 
terials dealers in the area. Attic remodeling and 
garages are two major projects which homeowners 
are handling themselves. 

To study how Long Island dealers were capital- 
izing on this market, American Lumberman con- 
ducted a field survey. From this survey emerges one 
basic fact: these dealers have made it easy to buy 
home improvement packages. 

Wrapped in this package is a multitude of services 
designed to help the homeowner save money by doing 
the work himself. This has led to an increase in re 
peat business and sales volumes which doesn’t go 
into a tailspin when new construction is bogged 
down by the weather. 

Because Long Island homeowners—like others all 
over the nation—are sold on the idea of improving 
their homes, successful dealers have the handymen 
flocking to their yards by offering: 

Evening classes to teach the rudiments of car- 
pentry 

Demonstrations of building materials applica 
tions by manufacturers’ representatives 

Free use of special tools 

Special evening hours one or two days a week 
for late shoppers 

Charge accounts with divided payment plans and 
no interest or carrying charge 

Free use of cartop carriers or trailers 

Special catalogs and materials price lists written 
so the handyman can understand them. 
Personalized service in planning home improve- 
ment projects 


BUILDING Propucts MERCHANDISER 


WALL COVERING DEMONSTRA. 
TIONS at Steinbrook Lumber Co., 
Lynbrook, showed how easy it is to 
apply adhesive-backed wall tile 


, Do-It-Yourself Market 


Direct mail and newspaper promotion stressing 
seasonal home improvements 

Periodical home shows to bring new customers 
into the yard and to renew friendships with the 
old. | 


Here’s a few case histories of what successful deal- 
ers are doing on the 150-mile-long island to promote 
the handyman market. (continued on next page) 
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ROOF LOUVERS 


Rust proof, heavy gauge aluminum con- 
struction with tab-fold seams for added 
strength 


Fit any type roof . . . Gable, Hipped, 


Pitched, Flat 


Improved design leaves three sides open for 
maximum ventilation 


Guard wall around base opening affords 
greater weather protection 


Built-in aluminum 8-mesh screens keep in- 


sects out . prevent clogging from leaves 
and bird nesting . tend to break up snow 
and rain... meet FHA requirements 


Wide mounting flange makes installation 
simple and easy 





Cutaway illustrates construction de- 
tail... shows base opening with 
guard wall for weather pro- 
tection. 









Get all the facts about these 
new, attractive, durable, low 
cost, Lo Man Co Roor Louvers. 
Ask your jobber or write Louver 

Manufacturing Co. for complete 











information. 
SPECIFICATIONS 
Model No. Overall Size Including Flanges — 
730 12%" x 17%" x 4” 30 
750 15%” x 21%" x 5” 50 
770 17%" x 23%” x 6” 70 

















WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LO TAY t Pr MANUFACTURING 
& SUPPLY COMPANY 


5807 West 36th Street « Minneapolis 16, Minnesota 





42 








(For more data on advertised products {ill in coupon on page 






~ Pao loons Gu , 


Dye Mb ee Wg 





« 
G Coliege of Gome Remodelling 
Wiilagr Eamver Company 


HOME REMODELER EXTRAORDINARY was the de 
gree bestowed upon handymen who attended Village's 
College of Home Remodeling, Elmont, N. Y. 


Village Lumber Co., Elmont, was strictly a whole- 
sale yard when Mort Exter took over five years ago. 
By becoming a retail yard with a strong emphasis 
on the consumer market, Village Lumber has built a 
substantial volume of handyman sales which now 
account for 60% of the firm’s volume. 

The firm’s school for week-end carpenters consisted 
of eight, weekly two-hour sessions covering the use 
of hand tools, framing, selection of proper building 
materials and financing. Sessions on basement and 
attic room construction ran attendance as high as 
170. 

Exter believes fall is the best time to schedule 
these classes because homeowners are thinking about 
preparing for winter and planning home improvement 
jobs to be completed before spring. 

During class sessions, Exter avoids making a sales 
pitch for any specific building product. Prices and 
materials are discussed individually with interested 
students after the regular class sessions. 


Steinbrook Lumber Co., Lynbrook, invites custom- 
ers to bring their home improvement problems to 
the yard for personal advice and guidance. 

Manager Jack Sloven believes that most handy- 
men need some guidance when planning large home 
improvements and Steinbrook’s personalized service 
has proved a profitable sales builder for building 
materials packages. 

Upon request, an outside salesman visits the pros- 
pect’s home, discusses the project with him, draws 
up plans, prepares a materials list and estimate, then 
suggests how the job should be done. All these serv- 
ices are free. 


Meadowbrook Lumber & Equipment Corp., Bell- 
more, aims a consistent direct mail campaign at a 
list of 6,000 names. Last year this campaign is credit- 
ed with increasing the firm’s consumer business 15%. 

Meadowbrook distributes 1,500 copies of American 
Lumberman’s HOME Maintenance & Improvement 
magazine. Filled with do-it-yourself projects, HOME 
supplements other mailing pieces used in promoting 
home improvement packages. 

Meadowbrook owners, Jerry Bossert and Max 
Shapiro, feel manufacturers’ demonstrations are ex- 
cellent methods of increasing store traffic. One Satur- 
day the Meodowbrook yard was jammed with a rec- 
ord crowd that gathered to learn how to apply plastic 
laminates. Homeowners were invited to bring in a 
small table, bench or shelf for free lamination. The 
demonstrations brought a sharp increase in sales of 
plastic laminates and adhesives. 


Macrosse Lumber & Trim Co., Westbury and New 
Hyde Park, built its thriving do-it-yourself business 
(continued on page 44) 
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Superior weather- tightness is an out- 
standing feature of Curtis Silentite double- 
hung windows. They’ve withstood sand 
storms, blizzards, floods, with their weather- 
tightness and ease of operation unimpaired, 





Many beautiful combinations are made 
with standard Silentite units, all the way 
from “ribbon’’ windows to window walls, 
enclosed porches and breezeways. Their 
slender mullions provide the wide glass area 
so desirable today. 


We'll gladly give you full information about 
the big profit opportunity awaiting you in the 
Curtis line of windows, doors, kitchen cabi- 
nets and other Curtis woodwork. Write Curtis 
Companies Service Bureau, Clinton, Lowa, 


Finger-tip operation means profits for YOU 
with Curtis Silentite Windows 


Many successful lumber dealers have found that spring suspension, sliding bars and other features 
Silentite windows are the easiest windows to sell— which put these windows in a class by themselves. 
because Silentite has so much more to offer to qual- These superior wood windows are famous for 
ity builders and to home owners. their weather-tightness—the way they save fuel 

For instance, Silentite double-hung window units and air conditioning costs. They have a host of 
have built-in ease of operation that lasts the “Shouse other unusual advantages that mean profits for 
time.’’ No other window can offer the patented coil Curtis woodwork dealers. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 


A Department of Curtis Companies Incorporated 5 I LE NTITE 

. : . : " ‘ Paar 
Clinton, lowa ¢ Wausau, Wis. « Chicago, Ill. ¢ Sioux City, lowa « Lincoln, Nebr. the Jeswloted window 
Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. « Scranton, Pa. 
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SCHOOL FOR HOME REMODELERS 


(heains on page 40) 





by concentrating on cash-and-carry business. 

Owners of the firm, Irving and Milt Paulenoff, have 
increased the firm’s sales volume and virtually elimi- 
nated customer walk-outs by stocking as many self 
service items as possible. Since only name brand 
merchandise is handled, customers are usually pre- 
sold when they enter the yard and go directly to 
the self-service rack and pick out their materials. 

When discussing home improvement projects with 
customers, the Paulenoff brothers carefully screen 
the prospect to learn if he has the ability to com- 
plete the job. If the customer is obviously tackling 
a job too complicated for him, a salesman tactfully 
suggests that he hire a professional. On the whole, 
customers appreciate this concern and through word- 
of-mouth advertising, the Macrosse yard has become 
known as the place to get a square deal. 


Dean Lumber & Trim Co., Syosset, encourages 
budget-term financing for home improvement proj- 
ects. 

Processing credit applications is simplified and 
the questionnaire usually clears the local bank in 
24 hours. After the paper is cleared, the customer 
can charge his building materials from Dean. The 
customer makes his payments to the bank which in 
turn pays Dean. 


Owner Anthony Pius encourages homeowners to 
use the budget terms; and making it easy for people 
to buy home improvements helped the firm increase 
its business 25% last year. Now homeowners account 


7 of 


for 75% of the firm’s business 


The Lumber Mart, Flushing, provides professional 
guidance to help homeowners plan their home im- 
provement projects. Three extra salesmen are avail- 
able Saturdays to cope with the flourishing handy- 
man trade, which accounts for 90% of Lumber Mart’s 
volume. 

Experienced in home improvements, the extra 
salesmen help customers plan their jobs, make out 
materials lists and advise homeowners how to do the 
job properly. This frees the regular yard salesmen 
to handle routine work while providing homeowners 
with a valuable personal service. 


White Lumber & Millwork Corp., Massapequa, was 
exclusively a wholesale yard till it was purchased by 
Murray Nemeroff four years ago. 

Feeling that the young homeowner with an expand- 
ing family was a ripe prospect for add-a-room pack- 
ages, Nemeroff aimed his promotion at this market. 
During the past three years the firm has built a 
substantial sales volume of these packages. Nemer- 
off credits a great degree of his success to: 


Promoting brand name products designed spe- 
cifically for the home handyman. 


A series of semi-finished rooms in the showroom 
so homeowners can study construction details 
and apply them to their projects. 


By emphasizing customer services and selling the 
end-use of building materials in home improvement 
packages, Long Island dealers are uncovering a 
fertile field for future sales. 

These dealers not only sell materials, but offer ex- 
pert counselling, which enables the handyman to do 
a good job, thereby giving him confidence to tackle 
new projects. 


























CONTINENTAL FENCE 


FARM FENCE and POSTS 


AGAI 
Ano DaaanreeD! ORNAMENTAL FENCE 


TYL-LYKE BIN DOOR 





44 (For more data on advertised products {ill in coupon om page 104) 


SINGLE SOURCE BUYING THAT MULTIPLIES YOUR PROFITS! 


bright 
COPP 
NAILS All popular sizes and 


ints to meet every need. Available in convenient, easy-to-handle, 
iberboard containers. 


(Shown below) The eany-selling advantages of the new 
Tyl-Lyke Bin Door . . . help you sell more roofing. 

Farmers like the better looking, longer lasting, more 
weather tight Continental r 





Continental Flame Sealed Fence lasts longer. The zinc is actually 
welded to the steel. Two styles of fence posts, studded “T” and "U”. 


Customers like Continental Ornamental Fence with its clean, 
sone finish. Made of special analysis 


STEEL. Single and double picket. 
types with a variety of finishes, heads and 


ing and siding. 


STEEL CORPORATION - KOKOMO, INDIANA 
PRODUCERS OF: 15 Types of Farm Fence, 
Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 
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Two Mack B42's ... part of the sixteen- 
unit fleet of the Allen's Ready Mix 


ent 
ak oN ig ae et 
wth A ‘ eet | See a - 
ee es 
ot he "sé 


oes 
5: ss Pa Bx Spy 


vr 


ek 


aay 





Pye aida i OE 


gS ha 
Lib 4 


Macks cut maintenance costs 90/ 


Take it from Mr. S. G. Allen of the Allen’s Ready 
Mix Concrete Co., Memphis, Tenn., when he says 
Macks really save him money. 

Before he put Macks on his jobs, his monthly 
maintenance costs averaged more than $1,000. Since 
switching to an all-Mack operation of sixteen mixers 
and dumpers, he finds these average monthly costs 
for his entire fleet have been cut to less than $100! 

As Mr. Allen puts it, “Macks have made anh im- 
portant contribution to the success of my business. 


In my opinion, Macks are the finest equipment 
ever built. They have no equals for long life, de- 
pendable service, minimum down time and low- 
cost operation.” 

High praise for Mack performance? You bet! 
But ask other owners and operators of Macks 
throughout the country and see how they agree 
with Mr. Allen. It’s no wonder that in the con- 
struction industry the “‘word”’ is—it pays to stand- 
ardize on Macks. 


MACK TRUCKS Empire State Building, New York 1, N. Y. 





CLASS INSTRUCTORS are men with a good background in business and construction. 
Some 150 students are enrolled in the four-year degree course in light construction at the 
University of Denver. 


Education Is a Two- | 


By Gene T. Skrivan, Chairman 
Building Industry Department 
University of Denver 
Denver, Colorado 


Mr. Skrivan points out that in 
the brief space of 20 years, the job 
of building homes has grown from a 
trade to a giant industry. Conse- 
quently, there is no longer time to 
train experienced lumber dealers by 
the old up-through-the-ranks sys- 
tem. 

The need is for men who are edu- 
cated in light construction and 
building materials merchandising 
and who can promptly assume posi- 
tions of responsibility. Mr. Skrivan 
cites the building industry depart- 
ment of the University of Denver as 
an illustration of how several col- 
leges and universities are meeting 
the requirements of trained men. 
Some 150 students from all over the 
United States are working toward a 
four-year degree. Other universities 
have developed similar courses. 


What does a graduate of a uni- 
versity, which specializes in this 
J type of training, have to offer 

Pe Ts the home-building industry? 
“LEARN-AND-EARN.” About 85% of the students in the building in- The home builder should be in- 
dustry department at the University of Denver supplement classroom terested in such graduates because 
training with on-the-job experience. they have specialized in design, 
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University grads in light construction help swell scarce trained 


labor supply, but dealers’ guidance in this specialized educa- 


business management, construc- 
tion engineering, estimating, fi- 
nance and sales. These graduates 
have new ideas and methods and 
fresh outlooks that will help the 
dealer. Their services are in great 
demand. There are usually three 
job opportunities for every gradu- 
ate. Almost every firm, which has 
employed one of these graduates, 
is anxious to have more. 


The program at the University 
of Denver is practical. It was 
drawn up by managers of local 
firms who have a sound, practical 
background in business and con- 
struction. Some of these same men 
also serve as members of the 
faculty. Courses provide special- 
ized training in architectural 
drawing, house design, estimating, 
construction, business, sales and 
building products. 


In most programs, as the one at 
the University of Denver, students 
have a chance to “learn-and-earn” 
by holding part-time jobs with 
building material suppliers in the 
urban areas. 

But the universities are doing 
more than just training future 
lumber dealers and providing man- 
power so necessary for the build- 
ing industry. They are also doing a 
job of research. The Small Homes 
Council at the University of Ili- 
nois, which does research in archi- 
tecture and architectural engineer- 
ing, is a good example as is the 
University of Denver’s research 
program into business problems 
and activities. 

The job of providing training 
and education for the future deal- 
er and research of the social prob- 
lems relating to housing is a job 
which must be tackled jointly by 
educators and suppliers. Lumber 
dealers and home builders can 
play their role by showing an ac- 
tive interest in universities that 
have a program in light construc- 
tion. They can serve an even more 
significant role by interesting 
young men and women in the ca- 
reer opportunities, which the in- 
dustry has to offer. They can help 
financially and non-financially by 
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tional field is badly needed, too. Here’s how you can help. 


























































developing new programs in new 
universities; in strengthening ex- 
isting programs and hiring gradu- 
ates; in developing new manpower 
by interesting a son, a daughter 
or young friend in this field. 


Furthermore, the dealer as an 
individual and with his local and 
national association should use 
the research facilities which most 
universities have to offer in solv- 
ing the many industry problems. 


These programs that the uni- 
versities offer—that of providing 
trained manpower and research— 
can be of real service to the local 
dealer if he will use them. 








When answering advertisements please 
mention 
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HOW T0 BOOST 
YOUR SALES OF 
CEMENT-PLASTER- 
BRICK: PLYWOOD- 
CERAMICS AND 


RELATED BUILDING 
MATERIALS 


Stock and Push these two 
Profitable, Job-Proved 
Bonding Agents... 


PLASTER-WELD 
& WELD-CRETE™ 


They make it easy for professional 
and “‘do-it-yourself”’ customers to 


PERMANENTLY BOND 


Gypsum ... Lime-Putty .. . Acoustical 
Plaster ...Cements directly to themselves 
or directly to most any structurally sound 
surface... even glass! Never lets go! 


You Sell PLASTER - WELD for Jobs like this 


Midway Gerdens Apts., 
Chicage, one of hundreds 
of Plaster-Weld installa- 
tions In this case 
Plaster-Weld was used 
to bond lime-putty coat 
divectly to all concrete 
ceilings, beams, columns. 
Archts.: Holabaird, Root 
and Burgee and Aassoc.; 








Genl. Contr.: 8. N. Nielsen Company; Pilstg. Contr.:; 
McNulty Brothers Company 


You Sell WELD - CRETE for Jobs like this 


ee 


1,000 foot Sidewalk... 
Reyerstord, Pa., one of 
hundreds of Weld-Crete 
installations. In this case, 
Weld-Crete was used to 
bond new concrete top- 
ying directly to an old 
vadly eracked and 
crumbled sidewalk. For 
your “do. it - yourself” 
customers, Weld-Crete assures the success of their 
cement repair work by establishing a permanent 
bond between Dry Mixer and the old surface. 





Take advantage of this foolproof method 
for sizeably boosting your sales of ce- 
ment, plaster and related building ma- 
terials. Get complete details on this 
profitable proposition today. Either see 
your distributor or write us direct, 


LARSEN PRODUCTS CORP. 


BOX 5756-Q @ BETHESDA, MD. 
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Ask Texas lumber dealer Joe 
Stein if open house celebrations 
are worth the time and trouble 
and you'll get an emphatic “yes” 
for an answer. 

Joe is president of Stein Lum- 
ber Co., Fredericksburg, Tex., 
which recently held an open house 
to celebrate its 63rd anniversary. 

“Saleswise the results are diffi- 
cult to measure, but we know we 
developed goodwill by giving away 
50 door prizes,” Stein says. “One 
old gentleman who took home a 
prize of a gallon of paint came 
back two days later and bought 
$45 worth of paint. This led to a 
sale of a $585 set of kitchen cabi- 
nets we had on display and before 
he was through his remodeling 
bill was over $1,000.” 


Wholesalers Cooperate 


The firm’s wholesale suppliers 
donated about $1,000 worth of 
door prizes. Among the gifts were 
barb wire, breast drills, telephone 
cabinets, medicine chests, Sakrete, 
several brands of paint and var- 
nish, wall paneling, plastic lami- 
nates, interior house doors, mir- 
rors, desk lamps and other items. 





(For more data on advertised products fill in coupon on page 104) 


A load of 100, 10-foot-long 2x4s 
was divided into four door prizes. 

Stein spent $675 for promotion, 
as follows: food, $224.43; news- 
paper advertising, $395.57; radio 








October 17 


BA tas ae 


Penge cia 


BIRCH KITCHEN CABINETS made in the firm’s mill caught the attention of 


housewives. 


$675 Party Pays Dividends 


advertising, $24; and parking at- 
tendants’ fees, $31. 


Demonstrations Popular 


“Introducing some of our new 
items and showing people how 
they could use them were our 
strongest features in the show,” 
Stein says. 

Manufacturers’ representatives 
showed visitors how to apply wall 
and floor tile, wall paneling and 
how to use various power tools 
and attachments. 


Visitors had an opportunity to 
inspect the birch kitchen cabinets 
and other millwork turned out by 
the firm’s mill. In the yard, special 
registration tables were set aside 
for visitors. A special registra- 
tion desk was set aside for pro- 
fessional building tradesmen. 

During the two-day open house 
Stein served 3,500 cookies, 14 
pounds of pretzels, 50 pounds of 
roasted peanuts, about 5,600 cups 
of punch and 600 cups of coffee. 

Stein’s 35 employes spent two 
weeks planning and preparing for 
the open house. 

“We blew dust out of corners 
and carried truckloads of trash 
away that otherwise would have 
been pushed into another corner,” 
Stein says. “The promotion was 
more than satisfactory and we’re 
planning others in the future.” 
1955, IL.UMBERMAN 


\ MERICAN AND 








Certain-teed Products Corporation 
Dept. AL-10, 120 E. Lancaster Ave. 
Ardmore, Pennsylvania 


SEND THIS COUPON NOW Rush me the Sromhiare dtecitbing the new 


Bestwall Paint line. 


FOR INFORMATION ABOUT | °° 


Company- 


Address 


New Certain-teed ° Zone____State 





A high-quality line... 
A terrific deal . . . 
A powerful sales package for you! 


Take advantage of the pre-sold market for this great new 
paint line! Bestwall interior finishes are backed by two of the 
most respected names in the industry—Certain-teed, with a 
50-year reputation in quality building materials, and The 
Valspar Corporation, synonymous with quality paints and 
varnishes for well over a century. 


HOW BESTWALL HELPS YOU SELL PAINT: 
¢7 advertising directed at your customers—builders, paint- 
ers, home owners; 
¢ {ree newspaper mats, radio scripts, color cards, interior 
and exterior store displays; 
¢ 4 generous co-operative allowance geared to your needs. 


OTHER BESTWALL PRODUCTS: Casein Interior Wall 
Paint, Masonry Paint, Powdered Primer, Powdered Texture, 
Powdered Colored Texture Paint, Spackling Compound, 


Softone Alkyd Flat Enamel Patching Plaster, Joint System Softone Toner 


SEMI-GLOSS 
ENAMEL 


Lvisra onere | 


Bt reenscys Cotes ee « : “ : s tes 2? Beans (BOT 


Semi-Gloss Alkyd Enamel Interior Gloss Alkyd Enamel Bestone Latex Paint Primer Sealer 
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WESLOCK’S 
New #598 ocr 


Smartly modern in its simplicity of design, the 
New Weslock #598 Entry Handle Lockset 








adds distinctive beauty to any entry door. 

*% Solid brass, bronze or aluminum trim 

*& Completely reversible HV 

* Self-adjusting for doors from 1%” to 2%" } | 

* Simply installed — like all Weslocks ih}! 

*% For the first time — an Entry Handle Lockset i 
priced to meet the modest budget ‘Hy 

* Standard Weslock 5-pin tumbler. Available W', 
in keying combinations with any Weslock ' 











K SPECIAL INTRODUCTORY 
OFFER: 


Contact your jobber 
or write for details. 














INSIDE 
VIEW 


Keep your eye on Weslock 





} 
WESTERN WESTERN LOCK MFG. Co. | 
LWESLOCK) Manufacturers of Weslock Residential Locksets and Building Hardware | 


GENERAL OFFICES; 211 NORTH MADISON AVENUE, LOS ANGELES 4, CALIFORNIA e 
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Our Goldblatt Tool Catalog takes up less room in your 


filing cabinet or on your desk than a copy of the Reader's 
Digest. It’s only 5” x 8” i 


n size, 100 pages long 
You carry a basic stock of as few as a dozen tools. Our 
catalog puts another thousand or more trowel-trade tools 
at your beck and call to give 
tunities Many of these 
but Goldblatt. All are 


you additional sales oppor- 
tools are not made by anyone 
truly quality tools—made with 
unsparing care and premium materials. These are tools 
men, who work with masonry tools, want—and buy 


No Goldblatt salesman will ever call on you. We have 
You order direct from the catalog at your regular 
dealer discount. We ship to you immediately 


none 


It's a very profitable business to sell tools to trowel 
craftsmen. And you can get into it for less than $50. May 
we send you our catalog? Mail the coupon. 


Gabler tool company 


KANGAS CITY 6. MO 


BUILDING PropucCTsS MERCHANDISER 


Please 
catalog 


FIRM NAME 


ADORESS 


Mail the coupon. No salesman 
will call — except the catalog 





Goldblatt Tool Company 
Dept. 9-10 

1944 Walnut Street 

Kansas City 8, Missouri 


send your 1955 Goldblatt tool 
and dealer discount information. 
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FAIRYLAND CREATOR Bill McCready, president, Western Retail 
Lumbermen’s Association, watches son David adjust operating mechan 
Neighbors Help ism for arms of the three bears. 


Lumberman Create Christmas Fairyland 


Friends and neighbors pitch in to help this Oregon dealer 


build Christmas spectacle, which attracts thousands of visitors. 


When Oregon lumberman W. W. 
“Bill” McCready built a small ani- 
mated Santa’s workshop to amuse 
his young son 20 years ago, he 
never thought it would blossom 
into an annual Christmas project 
for the whole community. 

As the McCready family grew 
to include two daughters, more 
animated displays were added to 
the Christmas spectacle. Now it’s 
grown so large that it fills the 
McCready front yard in Forest 

LINOLEUM CORES are converted into Grove, Ore., during the holidays. 
yipes for the chapel organ by students » | T.! F : 

Tape recording tors ga real orgar Neighbors pitch - to help the 

music for the miniature chapel lumberman and his family as- 

semble the man-made fairyland. 

i Alias Two months before the holiday, 


onape volunteers assemble odds and ends 
MINIATURE CHAPEL window light- of building materials — pipe, 
ing is checked by high school students . “ 
before simulated stained window is in- paints, electric motors, cartons 


stalled. (continued on page 56) 
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WINDOW MATERIALS 
your Bank-Roll” line 


SOL-O-LITE can ‘‘pad’’ your bank- 
roll all year through! 8 different 
types suit dozens of uses in every 
season... in homes, farms, shops 
and factories. Everybody finds a 
type to suit his need and his pocket- 
book. Use the free newspaper ad 
mats to tell your customers how 
many ways you can serve them bet- 
ter with SOL-O-LITE—the ideal low- 
cost glazing. 





Advertise, display and talk about 
SOL-O-LITE now for storm doors and 
windows, to build volume sales this 
fall and winter. 


FACTORY 
SKYLIGHTS 


NU-V-GLASS 

%," cotton mesh 
VUE-LITE 

%," econ. cotton mesh 
CRYSTAL-LITE 
Extra-heavy clear 
CLEAR PLASTIC 
Medium weight 
GLAZ-SCREEN 

%" galv. wire mesh 
GLAZ-SCREEN 
10-mesh golv. wire 
GLAZ-SCREEN 
14-mesh galv. wire 
GLAZ-FABRIK 
paraffin impreg. cloth 


ROLL-O-LITE 


%," cotton mesh 











for colorful point-of-purcha: 
JOBBER ra aisect mail motericls 
or write direct to... 


SOL-O-LITE 


LAMINATING CORPORATION ~ 
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Merling 


HARDWARE 


NEW and IMPROVED! 


WARP-PROOF, ALL STEEL NO. 1200 


POCKET DOOR T-FRAME 





Here is the only universal, warp-proof Pocket Door 
T-Frame for all standard interior door requirements, 
It is designed for single or bi-parting doors 1-3/8” thick, 
6’-6” or 6'-8” high. Any type of wall matérial may be 
used ... lath and plaster, dry wall or plasterboard, 
wood paneling or tile. Available for 2’-0", 2’-4”, 2’-6”, 
2’-8” and 3’-0” doors. 

PACKAGE INCLUDES: 


Steel Header - Steel Jambs 
Aluminum Track. 

Adjustable Hangers with Nylon Rollers 
Aluminum Door Guide 

Bumper «+ Screws « Instructions 


EASY TO INSTALL... 
FOR A PAIR OF DISAPPEARING DOORS 
Double pocket doors give a center opening twice the 
width of by-passing doors and make a convenient open- 
ing for walk-in closets, They create extra living space if 
used between rooms. The doors disappear into wall 
pockets when opened and meet in the center of the 
doorway when closed. Easy to install. Ask for Series 
1200B for Bi-Parting Pocket Doors which includes two 
T-Frames and coupling. 
See our Catalog in Sweet's Architectural 
or Light Construction Files, or write 


STERLING HARDWARE MANUFACTURING COMPANY 
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Inmnsulite’s ‘‘silent 
.--turn display space 
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Interior Finish display shows off al! the Sample Panel lays the finger on the Tileboard Folder beckons passing eyes 
tileboard and plank products. Reveals very product your customer wants. Shows fo the complete line of decorative and 
their beautiful finishes and decorator and sells each product (15 representative acoustical tileboards. Tells customers their 

mart, modern interiors samples) at the touch of a finger tip. homes can be both lovelier and quieter 


ae 
pes) INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


another example of 


now MISOLITE....... 








salesmen” talk it up 
into pay space! 


* IDOE EETHA th THe Home 


ote ey ee tee 
i re 


smeuure 
Shingle Backer 
Sats: | ee meee 


terme heme: os beth wt mmemnerre 


eee CR ee cee met Fee tm 
nee ent ta 


of Insulite’s two system: 
sheathing—ease of application and 
strength 


Separate displays 
s 7 major products. 


Insulite’s “‘silent salesmen’’ prac- 

' tically shout: ‘‘Here’s just what you've 
been looking for!’’ These Insulite dis- 

the sales message when 

counts—at the place of pur- 

ey save you time and talk. They 


| \| I| MN 
1p 

Ld 
| 
ALL 


Shingle-Backer wni's invite inspection 


Display Material {' 
ite displ 1y how all y< | 
hand-tail 


isbestc ingles. tive-—m« 


Demonstr 
rea by you! 


with wood or inted with sign 


gain attention, display products, give ad 
vantages, ask for orders. Get these ‘silent 
working for you—see your 
He will help you 

into pay space 


salesmen”’ 
Insulite representative 
turn your display space 
with Insulite displays! 


ULITE 


{ Made of hardy Northern wood 











MONEY MAKERS 


pR ycrt 





THE RICHKRAPT CO. 

510 N. Dearborn Street 

Chicago 10, Illinois 

Gentlemen 

Please send me the full story on the Richkrafe Line 


NAMI 
ADDRESS 
TOWN 


ZONE STATI 
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CANDY CANE HOUSE, residence of plywood Raggedy Ann, is inspected 
by one of the volunteer fairyland builders. 





BUILDS FAIRYLAND 


(begins on page 52) 





and cloth to repair the old displays 
or make new ones. 


Construction simplified. Out- 
standing characteristic of the 
fairyland is its simplicity. Con- 
struction is simplified so high 
school students can build the dis- 
plays under the supervision of 
local artists, college students and 
volunteers from McCready’s 18 
yards in the Portland area. Every- 
one has fun erecting the front- 
yard fairyland. Bill McCready 
master-minds the planning. 

Never-never land. A visitor to 
the fairyland is greeted by Mother 
Goose characters, elves, fairies and 
Walt Disney creations. Passing 
the big rock candy mountain, the 
visitor passes through the lollipop 
forest and arrives at the animal 
band concert. Nearby, a miniature 
chapel houses a pipe organ manned 
by a plywood musician. The organ 
pipes are made of linoleum cores 
and the music is tape recorded. 
Santa waves a greeting as his sled 
passes overhead. 

Public enthusiastic. There is no 
admission charge and no donations 
are solicited. Last year some 30,- 
000 visitors wandered through the 
fairyland in two weeks. During 
one busy day 3,400 adults and chil- 
dren roamed the magic paths. 

Though this type of promotion 
is adaptable to many retail busi- 
ness operations, McCready prefers 
not to publicize the spectacle. No 


October 17, 


LOCAL ARTIST wields a brush to 
paint a nativity scene for one of the 
many displays in the Christmas fairy 
land 


advertising is visible at the show. 
Indirectly, McCready gets plenty 
of publicity from Portland metro- 
politan newspapers who give the 
fairyland wide picture and feature 
coverage during the holidays. 
“Naturally, we hope people will 
remember us when it comes to buy- 
ing lumber, ” McCready says, “but 
that isn’t the motive behind our 
fairyland. It’s our way of saying 
‘Merry Christmas’ to everyone.” 


When answering advertisements please 
mention 


AMERICAN LUMBERMAN 
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Reprint from THE TIMBERMAN, March '55 


100 MILLION FEET AND OVER 
we Weyerhaeuser Timber Co., Tacoma, Wash. (12 mills) estimated 


te Ralph L. Smith Lumber Co., Anderson, Calif. (2 mills) 
Anderson, Calif Castella, Calif 
Boise Payette Lumber Co., Boise, ida. (4 mills) 


$2,774,000 


898,000,000 92,273,000 


Enumclaw, Wash., estimated 

Everett, Wash. (2 mills) estimated 

Klamath Falls, Ore., estimated 

Longview, Wash. (3 mills) estimated 

North Bend, Ore., estimated 

Raymond, Wash., estimated 

Snoqualmie Falls, Wash. (2 mills) estimated 
Springfield, Ore., estimated 


% MacMillan & Bloedel Ltd., Vancouver, B.C. (4 mills) 


Canadian White Pine Div., Vancouver, B.( 
(Alberni) Ltd., Somass Div., Port Alberni, B.C 
Chemainus Div., Chemainus, B.( 

Alberni Pacific Div., Port Alberni, B.( 

The Long-Bell Lumber Co., Longview, Wash. (8 mills) 
Longview, Wash , 
Weed, Calif. (2 mills) 

Vernonia, Ore 
Gardiner, Ore. (2 mills) 
Eugene, Ore. (2 mills) 

Alaska Pine & Cellulose Ltd., Vancouver, B.C. (3 mills) 
Alaska Pine Co., Ltd Universal Lumber & Box Co. Ltd 
Western Forest Industries, Ltd 

Potlatch Forests, Inc., Lewiston, ida. (3 mills) 

Clearwater Mill, Lewiston, Ida Potlatch Mill, Potlatch, ida 
Rutledge Mill, Coeur d'Alene, ida 

British Columbia Forest Products Ltd., Vancouver, B.C. (4 mills) 
Cowitchan Div Vancouver Div 
Victoria Div Hammond Div 

Edward Hines Lumber Co. (2 mills) 

Hines, Ore 
Westfir, Ore 

Pope & Talbot, inc., San Francisco, Calif. (3 mills) 
St. Helens, Ore 
Oakridge, Ore 
Port Gamble, Wash 


te Fruit Growers Supply Co., Los Angeles, Calif. (3 mills) 


Hilt, Calif Susanville, Calif Westwood, Calif 
Willamette Valley Lumber Co., Portland, Ore. (3 mills) 

Willamette Valley Lumber Co., Dallas, Ore 

Willamette National Lumber Co., Foster, Ore 

Corvallis Lumber Co., Corvallis, Ore 
Canadian Western Lumber Co., Ltd., New Westminster, B.C 
Coos Bay Lumber Co., Coos Bay, Ore. (3 mills) 
Canadian Forest Products, Ltd., Eburne Sawmill Div., Vancouver, B.C 
J. Neils Lumber Co., Portland, Ore. (3 mills) 

Libby, Mont 

Troy, Mont 

Klickitat, Wash 
Roseburg Lumber Co., Roseburg, Ore 


% Southwest Lumber Mill, inc., Phoenix, Ariz. (3 mills) 


Simpson Logging Co., Seattle, Wash. (3 mills) 
Shelton, Wash 
Kiamath, Calif., Redwood Div 
The Diamond Match Co., Spokane, Wash. (4 mills) 
C. D. Johnson Lumber Co., Division of 
Georgia-Pacific Plywood Co., Toledo, Ore 
The McCloud River Lumber Co., McCloud, Calif 
The Pacific Lumber Co., Scotia, Calif. (2 mills) 
American Forest Products Corp., San Franr’ 
Trinity Alps Lumber Co., Hayfork, Calif 
Associated Lumber & Box Cc 
Associated Lumber & Box Co 
Associated Lumber & Box Co 
American Forest Prod 


99-75 MILLION 


Tahsis, B.C Port 
Hammond Lumber Co., 


Lebanon, Ore 
Sweet Home, Ore 
The Diamond Match Co 
Chico Wood Products a 
Forward Bros., Red BI Blif. Antelope COMme 
Knob Peak Lumber Co., Red Bluff, Calif 
Union Lumber Co., Fort Bragg, Calif 
Valsetz Lumber Co., Portiand, Ore. (2 mills) 
Valsetz Lumber Co., Valsetz, Ore 
Lincoln Lumber Co., Lincoln, Wash 


DING Propucts MERCHANDISER 


76,000,000 
200,000,000 
76,000,000 
200,000,000 
112,000,000 
52,000,000 
72,000,000 
110,000,000 
545,170,000 
158,541,000 
124,885,000 
133,722,000 
128,022,000 
349,770,880 
135,867,000 
68,000,000 
60,824,529 
45,334,999 
39,739,351 
334,448,000 


300,000,000 


268,200,000 


197,062,289 
127,062,289 


169,728,000 
68,978,000 
72,500,000 
28,250,000 

168,505,000 

165,415,192 

165,337,250 

151,301,450 
92,946,000 
12,382,000 
45,973,450 

128 896,000 

123,307,008 

120,017,000 
86,438,000 
33,579,000 

119,837,000 


113,750,000 


Plant “B", Emmett, ida Plant “E’, Cascade, ida 

Plant “D’, Council, Ida Gang Mill, Cascade, ida 
Van Vieet Lumber Co., Rainier, Ore 
Anaconda Copper Mining Co., Lumber Dept., Bonner, Mont 
irwin-Lyons Lumber Co., North Bend, Ore 
Ross Lumber Co., inc., Medford, Ore. (2 mills) 

Ross Mill, Prospect, Ore Olson-Ross Mill, Camp White, Ore 
Medford Corporation, Medford, Ore. 


74-50 MILLION FEET 
Powell River Company, Ltd., Vancouver, B.C. (3 mills) 
B.C. Manufacturing Co., Ltd., New Westminster, B.C 
Westminster Shook Mills, Ltd., New Westminster, B.C 
Powell River Co., Ltd., Powell River, B.C 
Kaibab Lumber Co., Fredonia, Ariz. (4 mills) 
Fredonia, Ariz 
Whiting Bros., Holbrook, Ariz 
Whiting & Kutch Flagstaff, Ariz 
Whiting Bros., St. Johns, Ariz 
A.C. Dutton Lumber Corp., Crescent City, Calif 
Umpqua Plywood Corp., Myrtle Creek, Ore. (2 mills) 
Myrtle Creek, Ore 
Lake Pleasant Plywood Co., Tiller, Ore 
Moore Mill & Lumber Co., Bandon, Ore 
St. Paul & Tacoma Lumber Co,, Tacoma, Wash 
Brooks-Scanion, inc., Bend, Ore 
Glenco Forest Products, Sacramento, Calif. (3 mills) 
Setzer Forest Products, Sacramento, Calif 
Setzer Forest Products, Greenville, Calif 
Glenco Forest Products, Elk Creek, Calif 
LHL Lumber Corp., Cariton, Ore. 
The Ohio Match Co., Coeur d'Alene, ida 
Clemens Forest Products, inc., Philomath, Ore 
Cascade Lumber Co., Yakima, Wash 
The Robert Dollar Co., Glendale, Ore 
Hudspeth Pine, inc., Prineville, Ore. (2 mills) 
Prineville, Ore Mitchell, Ore 
Kinzua Corporation, Kinzua, Ore 
The Booth Kelly Lumber Co. Springfield, Ore. (2 mills) 
Springfield, Ore Dorena, Ore 
Mcintosh Lumber Co., Blue Lake, Calif 
Diamond Lumber Co., Portland, Ore. (2 mills) 
Lee's Camp, Ore Springfield, Ore 
Oregon Lumber Co., (3 mitis) 
Bates, Ore 
Dee, Ore 
Schafer Brothers Logging Co., Aberdeen, Wash 
Fortuna Sawmills, inc., Fortuna, Calif. (2 mills) 
Biles-Coleman Lumber | 
Twin Feather Mills, inc., 
Kamiah, Ida 
Hillcrest Lumber C 
Alley Lumber Co., | 
Alley Lumber Co., Medtor 
Straube Lumber Co., Medford, Ore 
Bate Lumber Co., Merlin, Ore 
M. B. King Lumber Co., Div. of 
Fullerton Lumber Co., North Vancouver, B.C 
Springfield Lumber Mills, Inc., Springfield, Ore. (2 mills) 
United States Plywood Corp., Shasta Plywood f 
Redding, Calif. (5 mills) 
Shingletown, Calif 
Anderson, Calif 
Willow Creek, Calif 


89,257,000 
66,856,537 
84,000,000 
80,000,000 


75,795,000 


73,700,000 


70,100,000 
31,600,000 
14,200,000 

6,300,000 
18,000,000 
66,978,000 
66,708,852 
59,505,780 

9,203,072 
68,585,000 
68,019,000 
67,183,354 
67,000,000 


65,000,000 
64,088 000 
62,842,000 
62,500,000 
62,338,307 
61,692,000 


60,000,000 
59,859,220 


59,634,087 
59,176,000 


56,276,690 
30,678,690 
27,598,000 
56,433,678 
56,132,000 
55,763,000 
55,000,000 


54,987,301 
57 069,471 


GERLINGER CARRIER COMPANY 


DALLAS, OREGON 


a 
a A el 
or both) Star As Leading 
Performer in YOUR in 
dustry’s Production Pic 
ture JOB - PROVED 
for ALL “HEAVY?” ROLES! 
Send Now for Your FREE 


Catalogs 
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BASIC 
UILDING 
MATERIALS 


FROM 1 LEADING MANUFACTURER 


Builders can get greater structural! strength 
SHEATHING by using Certain-teed 


plus fire protection 
Weather-Shield) Gypsum Sheathing. It's tongued and grooved to form a 
tight joint. Both core and paper are water repellent. Stronger than wood, 
Weather-Shield actually sells for less than other sheathings 


F exterior walls of lasting beauty, recommend 
SIDING or erio: a — 


Certain-teed Asbestos Cement Siding Shingles 
come in a range of distinctive colors and styles. Permanent— never need 
repainting, but color may be changed with an application of Certain-teed 
Plast-bestos. Certain-teed Asphalt Siding available too 





SHINGLES You know how the right roofing colora can help 


sell homes. Certain-teed Asphalt Shingles come 
in a range of beautiful colors and blends, including the striking new 
Woodtex® Golden Anniversary Blends. The Certain-teed line includes 
seven shingle styles and mineral! surfaced and smooth surface roll roofingr 
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INSULATION Certain-teed Fiberglas* Insulation makes any 


home more livable. Paper-enclosed insulation 
cuts heating costs up to 40%. Available in batts, blankets, pouring wool; 
and in perimeter insulation. Foil-enclosed batts and blankets for air 
conditioned homes mean even greater comfort, even greater savings 
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LATH For smooth, fast plastering recommend Certain-teed Beaver i 

Gypsum Lath. Available in both plain and perforated styles, 
fireproof shrink 
Gypsum Lath, with provides 


effective vapor barrier 


it's strong buckle or 


back, 


swell 


foil 


won't Beaver Insulating 


aluminum insulation and an 


PLASTER All Certain-teed Plasiers are ‘plastisized’’® for easy 


working and longer life in storage. Stock 
Agatite®, Beaver®, Certain-teed®, Pure-Witex 


Also 


these 
famous brands 


and Lite-Mix# 
Kalite 


Acme®, 
basecoat, finishing, gauging and molding plasters 


acoustic plaster 








WALLBOARD Certain-teed Bestwalli Gypsum Wallboard 


is made in plain, insulating and wood-grain 


For 


in single layer 


finishes 


extra fire protection, recommend 


Firestop Bestwallx 
Ask 


onstruction 


(54 


application about 


gives one-hour fire resistance) 


Certain-teed Hummer Systems of laminated drywall « 


ie 2 


FINISHED PRODUCT salable home when builders stand- 


ardize on uniform-quality Certain-teed Building Materials. And a 


Certain-teed 


#tG. US 


Quality made Certain 


—~A handsomer, better built, more 


simpler, 





wat. Ore 


. Satisfaction Guaranteed 


BUILDING PropucTs MERCHANDISER 


PAINTS For the perfect finishing touch to walls and ceilings 


sparkling new Certain-teed Bestwall Paints. A complete 
These 


Specially made for modern build 


line in decorator colors. For wood, wallboard, or plaster surfaces 
paints are quick drying, easy to clean 


ing materials. One coat is enough to cover most surfaces 





smoother, more profitable operation when they buy everything they need trom 
you. Do you carry the complete Certain-teed line? For more information on any 
or all of these products, write Certain-teed today. 


CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT: 100 EAST 42ND ST, NEW YORK 17, N.Y 

ASPHALT ROOFING © SHINGLES © SIDING « ASBESTOS CEMENT SHINGLES 

GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING « ROOF DECKS 

FIBERGLAS BUILDING INSULATION © ROOF INSULATION © SIDING CUSHION 

PAINT PRODUCTS ALKYD © LATEX © CASEIN © TEXTURE © PRIMER SEALER 
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NICHOLS 


STEEL NAILS 


HI-TEMP SCREW-GRIP 
TRUSS RAFTER 


All Standard Sizes 


HI-TEMP SCREW-GRIP 
PALLET 





All Standard Sizes 


HI-TEMP SCREW-GRIP 
Cn 


* $1” ad od 
penpives Wy", 1%", 2", 1%", 





<—neEescwsesestaa| Storr Common 

= cases All Standard Sizes 

i —— me 
D SCREW-GRIP SINKER 
| Sis teeiiiiah Gaon 

(RING 

\ CRIP { 

PT she PPP PAHO R PRB O Ae em RING-GRIP SINKER 





¥ All Standard Sizes 


ALLL wne-Gai7 COMMON 


All Standard Sizes 


HI-TEMP 
SLI —$— ===} RING-GRIP POLE BARN 
te a All Standard Sizes 


RING-GRIP 
UNDERLAYMENT 


Lengths: I”, 1/4", I", 1%", 
a", 2%", 


RING-GRIP GYPSUM 


WALLBOARD 
jt eae: 
8 Lengths 1g", 1%", 1%", 
ne, 


A”, 


NICHOLS 
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Your last quarter’s sales 
can top them all ! 


In 1954, these popular, fast-selling 
Christmas figures helped hundreds 
of builders and dealers to boost their 
slow season into an all-time high 
for that period. 


We know a word to the wise is 
sufficient —in your case. The popu- 
larity of these indoor and outdoor 
figures keeps on growing. 





You sell finished figures—or un- 

painted figures (together with painting pattern and the 
paints). You can make these for yourself —or buy them 
from us. To the real do-it-yourselfer—you sell an Easi- 
Bild* Pattern and the materials and paints. 


From a full-size pattern, the outline is simply traced onto 
*\0" Homasote Type RD and cut out with a saw. The 
pattern is simple and foolproof — specifies all the ma- 
terials, including the painting scheme. 


You have a three-way opportunity to make the last quarter 
of the year the biggest it’s ever been. 


Extensive advertising will support your sales effort. Be- 
ginning in September issues, you will see advertisements 
on these Christmas Figures in Better Homes & Gardens, 
Sunset, Living For Young Homemakers, Popular Me- 
chanics, Popular Science, Mechanix Illustrated, Science & 
Mechanics, The Home Craftsman, Family Handyman and 
Homecraft-Home Owner 


Every advertisement is couponed; every inquiry in your 
territory comes to you. Every inquirer from your territory 
gets your name. 


Get ready to cash in on this dependable profit- 
making opportunity by writing us today. 
Kindly address your inquiry to Dept. K-14 

*T M. Reg. Easi-Bild Pattern Company 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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modern store design 


ats 
Ke 


a 


in an exclusive American Lumberman series 


This exclusive American Lumberman unit displays a lot of merchandise 
in limited space by using “air rights” in the store. It will hold samples, 
photographs of jobs and literature—making it an ideal unit for more 


effective package selling. 


pylon display fixture 


In the fast-moving display field there is one 
strong cry today—‘use the air rights.” In simple 
terms, it means increasing the height of fixtures 
and—more important—developing entirely new 
units similar to the new American Lumberman 
pylon fixture. 

Floor space in a store is a valuable commodity 
that must be utilized effectively for a profitable 
retail operation. This industry, especially, with 
its new products and new lines, requires a com- 
pact fixture that uses “air rights.” 

The specifications for our fixture tell the story. 
In just 32” of floor area you can have a whopping 
64’ of display space on the basic unit alone. If 
six six inch fins are added, another 48 square 
feet of display is gained. If six 16” fins are used, 
you will have 128 square feet more of space. 

Just simple arithmetic will reveal that the basic 
unit plus the maximum size set of fins will give 
you 192 square feet of display space in just 64” 
of floor area. That’s what happens when you take 
advantage of your air rights in a store. 

Great flexibility. As you can see by looking at 
the sketches on the following pages, the structure 
is a six-sided drum. It may be used “as-is” or the 
fins may be mounted to give additional display 
area. Less than six fins can be used, depending 
on the product and the dealer’s requirements. 

The panels and fins are surfaced with perfor- 
ated hardboard for easy attachment of samples, 
literature, descriptive copy and signs. Everything 
goes on easy, comes off easy. 

Three installations possible. The pylon may be 
installed in three different ways. In a yard with 
a open beam ceiling, a unistrut installation is 
suggested. The pylon may also be mounted floor 


BuILDING PropucTs MERCHANDISER 


to ceiling with flanges. And finally it may be 
installed along a wall with brackets. 

Total height of the unit will be determined by 
the dealer’s showroom, It’s simple in making the 
fixture to adjust the height dimension. Our draw- 
ings call for a display panel that’s 96” because 
this permits an economical cutout and the display 
space will hold a good-sized sample. Some dealers 
may like a 60” panel because this will keep samples 
more at eye-level. 

Rotating unit .The pylon has a pipe running 
through it that rests on bearings, making easy 
rotation possible. This feature will encourage 
customer participation—always a desirable fea- 
ture of good store merchandising. 

Dealers who have seen this fixture in the design- 
ing stage have suggested that the pylon could be 
equipped with a motor as a crowd-stopper. We 
certainly would agree that two or three of these 
units motorized near a window with good spot- 
lighting would be a sensation. 

Fixture merchandising. The pylon is more than 
a fixture to merely hold samples. The dealer who 
goes just this far is frankly wasting his money. 
The panels on this fixture are planned to hold 
samples plus literature, photographs of completed 
jobs, descriptive copy and a selling price. Many 
manufacturers will soon be ready to help you make 
this fixture truly a self-service selling tool. Prop- 
erly serviced, this fixture can reduce selling time 
and stimulate customer-generated business. 

Tested unit. Like all American Lumberman fix 
tures this unit has actually been built and tested. 
We especially want to thank the United States 
Gypsum Company for building the first pylon and 
showing it in our “Showroom Idea Center” exhibit 
at the NRLDA exposition. 








pylon display fixture 


detailed working blueprints for building the 
pylon are available from American Lumberman 
for $8.75, postpaid. You use plywood and 
other materials from your own sheds and 
you can construct this fixture at low cost. 


On the page at the right you will see three 
ways to install this fixture in your store. 

1. illustrates a unistrut application for open 
beam ceilings. 2. shows a pylon installed 
floor-to-ceiling. 3. is a wall application with 
brackets. 


Send orders to American Lumberman. Dealer 
Merchandising Service, 139 N. Clark St., 
Chicago 2, Il. 
Build a Fixture Engineered Just for 
Retailing Building Materials 
















i nF Nilay TS 


panel height: 96” 
panel width: 16” 
basic pylon diameter; 32” 





























t 3)" 4 


64" 


Fixed Fins: shown here are 16” fins 


Hinged Fins: Open and closed position shown below 
in 6” and 16” dimensions 
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COMING ISSUE: A new fixture designed expressly 
for roofing and siding will be shown in the Novem- 
ber 14 issue of American Lumberman. If you have 
wondered what to do with these two products watch 
for this new fixture that truly sells the beauty of 
quality roofing and siding. 
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STUDYING SEP SURVEY, treasurer Alex B. Claney, Lord & Bushnell 


Lumber Co 


Chicago, reviews progress of the industry. 


Profile of a Lumber Dealer 


How you shape up in 
goods and services available 
to your customers and your 
future plans as revealed in 
The Saturday Evening Post 
survey of 4,942 readers of 
American Lumberman. Here 
are the highlights of the 56- 
page report. 


Lumber dealers are progressive 
merchandisers. 

To prove this point (if any proof 
is needed), we have the factual 
evidence of a comprehensive sur 
vey sponsored jointly by the Sat 
urday Evening Post and the Na 
tional Retail Lumber Dealers As 
sociation. 

American Lumberman’s subscrip 
tion list wasused by the Post 
to select the 4,942 dealers who 
were queried. A total of 55.1% 
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of the dealers filled out the three 
page questionnaire. 

Important industry trends are 
pointed up by the survey, which 
included dealers in every state. 
Here are some of the highlights: 


New lines—-36.1% plan to take on 
new lines within two years. 


Outside salesmen 13.3% now 
have outside salesmen (it is in- 
teresting to note that this is a 
gain of 3.3% since American 
Lumberman’s last survey in this 
subject in 1952); 24.7% expect 
to have outside salesmen with- 
in two years. 


Stability of the retail lumber 
business is proven by the fact that 
12.1% of the dealers interviewed 
have been in business more than 
25 years. A total of 60.2% have 
been in business 14 years or more. 

More than 50% of the dealers 
queried had less than 10 employes. 
Number of employes per yard 
varied with the region. Of the 
yards reporting less than 10 em- 
ployes, the west is high with 63% 
and the northeast low with 45.6% 

Among the 


dealers queried, 


80.1% operated a single yard; 
13.8% two to four yards and 6.1% 
five or more yards. 

Some 47.1% of the yards re- 
ported they had a bonus plan of 
some kind. These plans were most 
popular in the north central area, 
where 50.7% of the dealers had a 
bonus setup. 


Newspapers rank highest as the 
most important advertising media. 
A total of 61.5% of the dealers 
said they used the newspapers 
regularly and 27.6% occasionally. 
Direct mail is used regularly by 
35.2% of the dealers and radio by 
22.1%. Radio is used by an addi- 
tional 27.8% on an _ occasional 
basis and direct mail by 45.4%. 
Television is used by only 4.6% of 
the dealers regularly and 7.8% 
occasionally. 

Contractor best customer. The 
contractor is still the dealer’s best 
customer, according to the survey. 
A total of 52.5% of the dealers 
said that 50-100% of their busi- 
ness is to the professional builder. 

The strong influence of the deal- 


(continued on page 66) 
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The complete line 
of profit-building 
aluminum products 








LD SLIDE-TITE HORIZONTAL ¥) SEPARATE SCREENS ©) comsination C.) COMBINATION WINDOWS 
PRIME WINDOWS AND STORM PANELS DOORS 2 OR 3 TRACK 


New aluminum and glass jalousies make Winter Seal 5) WINTER SEAL JALOUSIES 


the complete line —put you in business across the board! 


The newest profit-maker 
Jalousie porch and breezeway enclosures, windows, and 


doors, have nationwide appeal—-have long been style in this profit-packed line. 
favorites in the West and South. Now WINTER SEAL 
has made them completely practical for any climate. Here's 
a new profit opportunity that’s sure to grow . .. and 
another big advantage when you GO WINTER SEAL s 
Winter Seal’s unusually full line is produced in a huge 
plant in Detroit (equipped with TWO giant extrusion | 
presses), where maximum quality control is constantly We ® Pe TT ge ge 
exercised. A large fleet of trucks assures fast delivery; and 


our central Midwestern location is convenient to the entire pe ad 
: es , EXTRUDERS—MANUFACTURERS— mA . 
market area for most satisfactory factory-dealer relations Aluminum combination storms and 


2 alias = . . screens for all window types—Con , 
Yes, Winter Seal puts you in business across the ventional and Round Top Combination aT a 
board! All WINTER SEAL products can be shipped | se Coperate, Seress ee ae i a yaranteed by 
. ane me of ' a ‘ \ bood Housekeeping / 
either assembled or KD, saving you time and money’ dows —Jalousies Windows and Doors - biry 


write for information on available distributor franchises 


WINTER SEAL CORPORATION . 14575 Meyers Road - Detroit 27, Michigan + Winter Seal of Canada, Toronto 15 
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5.1% 
Not Helpful 








| [LumBeR co] 


Helpful 


ALMOST ALL DEALERS (94.9%) said they were satisfied 
with manufacturers’ helps. A total of 76% indicated they 
could recommend nothing that the manufacturer was not 
already doing. Additional manufacturer services suggested 
by the dealers included local and national advertising; bet- 
ter display material; better packaging; better policy of 
“take-backs’’; mats and films; sales training schools 


er on the home-building field is 
backed up by the survey. A total 
of 36% of the dealers were en- 
gaged in residential construction 
last year; of this group, 21.9% 
built less than 10 houses. Most of 
these dealers (30.3%) were build- 
ing houses on contract. 


Free parking 84.1% provide off- 
the-street parking. 


Millwork 


Siding .... 


Sheathing 


Self-service — 39.4% already have 
self-service to some degree; 
17.6% plan self-service within 
two years. 


Sereen cloth 

Ladders 

Store demonstrations 51.2% 
feature store demonstrations: 
18.5% will add this merchandis- 
ing feature within two years. 


“a ri Power tools 
How-to-do-it information 73.6% 


provide such information. 
Contractor services 71% make 
such services available. 
Financing arrangements 66.9% 
help customers with financing. 
Planning services 74.9% offer 
this service. 
Extra hours 16° are open Sat- 
urday afternoon; 13.4% at least 
one evening; 6.4% keep Sunday 


SNE TS OR BE 98.9% 


Wall coverings .... 
See 


| pf ae 


Acoustical material .....................50.8% 


Dealers Plan to Add These Lines 


These are the top |0 line 


Trend Toward Lo« 


In Suburbar 


HEADQUARTERS LOCATION is toward the suburban and 
rural areas and the shorter period the dealer has been in 
business, the greater the trend. For example, of the dealers 
in business seven years or less, 68.6% located in suburban 
and rural and 31.4% in downtown or urban areas. Of the 
dealers in business more than 25 years, 59.1% reported 
downtown or urban locations and 40.9% suburban or rural. 


Heating & Plumbing equipment..36.1% 
97.4% Bathroom fixt. & access 


LS ae 97.4% 
eiededicimadeoiaeabcal 97.0% Electrical supplies 


96.9% Garden supplies & impl 


Insulation mater‘al .......... ; 96.5% 


96.0% 
95.6% Kitchen fixt. 


vs sidaibielaitl beaipietie 92.1% Elec. appliances—small 
Nails, screws, nuts, bolts............ 89.7% 
Builders hardware ............00000 83.1% 
Paint & protective coatings........ 81.7% 
Hard materials ...... 


Major appliances 
Prefabricated homes .................... 5.0% 
Farm implements we 2.0% 


Te OES 81.4% 


79.0% Complete results of the survey 
68.7% are published in a 56-page booklet, 
63.7% which is available free of charge by 
61.9% writing to Thomas F.. Bright, man- 
53.6% ager, Building Products Div., The 
Saturday Evening Post, Independ- 
ence Square, Philadelphia 5, Penna. 














percentagewise, which dealer 


add within the next two year: 
Hardware & tools including power tools 
Plumbing & heating equipment 


Appliances — small & major 


wend Elec. fixtures & wiring 


The opportunity for “sweat- 
equity” housing in their areas was 
seen by 59.6% of the dealers; 
12.9% of the dealers were convinced 
that adequate financing is available 
for this type of business 

Diversification of lines is exten- 
sive. Here is a list of products and 
the percentage of dealers handling 
them 








Lumber 
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Building material 


Hard materials 


Millwork — metal doors & frames 
Prefabricated houses 


Flooring — floor coverings 
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The Fabricating Distributor Franchise on 
America’s fastest growing line of metals 
for Removable Wood Windows 


IS OPEN IN SELEC TERRITORIES 


PRESENT DISTRIBUTORS 


. Malta Mfg. Co., Malta, Ohio 

. Lumbermen’s Supply Co,, St. Joseph, Mo. 
. Wahifeld Mfg. Co., Peoria, III 

. Allied Wholesale Co., South Bend, Ind. 

. Royal Oak Wholesale Co., Saginaw, Mich, 


ie Territories of the well known n . Ros Curtis Co., Milford, Mich 


organizations listed at the right 
. Toledo Door & Sash Co., Toledo, Ohio 


[ Territories available . Monumental Millwork, Inc., Baltimore, Md, 
. Vetter Mfg. Co., Stevens Point, Wis. 


If you are not satisfied with the metals you are buying to fabricate . Marvin Millwork, Warroad, Minn 
REMOVABLE, ADJUSTABLE, BALANCED wood windows .. . . Presto-Matic, Inc., Omaha, Neb 


. . . . Prefabricators, Inc., Denver, Colo 
or if you would like to enter this popular and profitable market. . . 


. Lumbermen’s Supply Corp., Spokane, Wash. 


and if your market area lies in the white areas on the map shown 5 . 
; ; . Oregon Pulp & Paper Co., Salem, Ore 
above... 


The Calmar Mfg. Co., Calmar, lowa 


CHECK THESE FACTS: 


1. In just 5 years, A.R.B. has become the 4. A.R.B. Wood Windows are nationally 
fourth largest line of metals in the in- advertised—to the consuming public as 


dustry. well as the trade. 


“ . A.R.B. Wood Windows are products of 
. A.R.B. metals not only enable a fabricator 

: = f such well known firms as Malta, LDI, 

to make a quick-lift-out wood window 

: . Presto-Matic, etc. 

that gets business, but they have exclusive 


“micrometer” adjustment that even a If you are adequately financed to handle a 
women can set with them ent ak substantial increase in volume, if you are 
finger. aggressive and ambitious, and if you want 
a larger share of 1955’s light construction 
. A.R.B. Wood Windows are rattle-proof, boom, write confidentially and in detail to 


stick-proof, and draft-proof. Fred C. Osten, president— 


LARB WINDOW SALES COMPANY 22eoiey a aneeen 
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WORKSHOP 
this 


IN ACTION is 
special wide-angle-lens potograph 


seen in 


Facing the camera at the left is Amer- 


Lumberman’s editor 
who has moderated 40 
clink for more than 


all parts of the nation 


wan 


Art 
management 
1,200 dealers in 


Hood 


Here are a few of the ideas 


that dealers traded with one an- 


other during a recent American 


Lumberman management work- 


shop in Hartford, Conn. 


DEA-A-MINUTE 


from Art Hood’s New England Workshop 


Add 3% Mark-Up 


If you guarantee the workman 
ship of the contractor on a package 
remodeling sale, you should add an 
extra 3% mark-up for this service 
Art Hood, editor, American Lum 
berman, Chicago, Ill 


Land for Sale 

We now have a separate corpora 
tion connected with our retail build 
ing materials business that buys 
and sells land in any nearby com- 
munity in which we feel there is a 
potential for expansion. Connected 
with this is a land development pro 
gram whereby we acquire sub 
divisions and put in all the improve 
ments to provide contractors and 
ourselves land on which to build 
These programs work especially 
well in “bedroom towns’’—that is, 
towns that serve as residence areas 
for workers who commute into 
larger cities —J. H. Lamson, vice- 
president, W. H. Sawyer Lumber 
Co., Worcester, Masa 


Promotes Shorts 

We put up a special bargain 
counter in our showroom to sell off 
a quantity of lumber shorts we had 
accumulated. We sold all the shorts 
and we are frequently ordering 
more to keep customers supplied 
Charles E. Hopkins, Harris Lumber 
Co., Inc., Providence, R. 1 
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One Sale — Three New Leads 


Your best source of leads for 
package sales is from the people 
who have purchased kitchens or 
other packages. We feel that it is 
a general rule that a salesman can 
get at least three leads from each 
person he has sold a package to. 
When we sell a kitchen package, 
we offer the housewife a chopping 
block free if she will give us the 
names of three other women who 
are interested in a new kitchen or 
other remodeling job. Abraham 
Rich, accounting officer, Meadow- 
brook Lumber & Equipment Corp., 
Bellmore, N. Y. 


Profitable Fire 


A small fire broke out in our yard 
and the fast action of the local vol- 
unteer fire department held the loss 
to only $500. We were so apprecia- 
tive to the firemen that when we 
got the $500 settlement check from 
the insurance company, we decided 
to donate it to the volunteer fire 
company. The local newspaper got 
wind of the idea and took a photo 
of us handing the check to the 
chief. They ran the photo on the 
front page. We got many times 
more than $500 worth of publicity 
and good will from our gesture. 
Ralph E. Woodbury, C. G. Wood- 
bury & Son, Inc., Glen Falls, N. Y 


October 


17 


Stocks 7,200 Items 

The public generally does not 
have the slightest conception of the 
vast variety of materials handled 
by a retail lumberyard. We re- 
cently prepared a flyer to correct 
this situation. The headline at the 
top of the sheet said, “What On 
Earth Does P. D. Humphrey Sell?” 
The flyer went on to list the 7,200 
items we carry in our inventory. 
We feel the flyer went a long way 
toward educating the public about 
what we have to offer. We received 
hundreds of favorable comments, 
most of them from people who were 
surprised. Irving D. Humphrey 
III, assistant secretary, P. D 
Humphrey Co., Inc., Tiverton, R. I. 


Girls Please Grouchers 

It seems to be a psychological fact 
that men will take kidding easier 
from office girls than they will from 
male clerks. The girls in our office 
make sort of a game of kidding the 
grouchiness out of our customers. 
We had one man in particular who 
complained about everything we 
tried to do for him and topped it off 
by being very slow in paying his 
bills. A couple of our girls started 
joshing the customer about his 
grouchiness. He enjoys it. He has 
developed into one of our friendliest 
customers—-and he always pays his 
bills on time.—Richard A. Morrell, 
vice-president, Brunswick (Me.) 
Coal & Lumber Co. 
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Hurricane Shelters 

We are planning to offer home- 
owners the wooden, lean-to type 
shelters for basements that have 
proved to be good atomic bomb 
shelters in the tests in Nevada. We 
feel shelters of this type would pro 
vide excellent protection for fam- 
ilies during hurricanes.—C. Craw- 
ford Smith, assistant treasurer, 
Smith Lumber Co., Fall River, 
Vass 


Get Their Names 

Retail building materials dealers 
are missing a big bet for follow- 
ups and additional sales if they fail 
to get the name and address of their 
cash customers. After all, the cash 
customers are among the most im- 
portant to our profits, so it is sound 
policy to find out who they are. 
Art Hood, editor, American Lum- 
berman, Chicago, IU. 


Rent Surplus Offices 

It is a good idea to rent surplus 
office space to persons who can help 
add to your store traffic. Some deal 
ers rent space to young architects 
and some give architects free office 
space and free telephone service in 
consideration for the business they 
help bring in.—Art Hood, editor, 
American Lumberman, Chicago, Ill 


Put “you” in Headlines 
Surveys by a national advertising 


agency reveal that if you put the 


word “you” in the headline of a 
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newspaper display ad, the reader 
ship increases 20%; and, if you 
underline the word “you” you get 
an additional 8% readership. Thus, 
the word “you” underlined in a 
headline brings 28° more reader 
ship than a headline without the 
word.—Robert A. Whitney, presi 
dent, National Sales Executives, 
New York, N. Y. 

Special Open-House Party 

A number of months ago, we com 
pletely remodeled our store and 
extended our product lines. We 
advertised and used the usual meth- 
ods to attract attention, but our 
floor traffic and increased 
very slowly. 

To correct this situation, we de 
cided to conduct a special open 
house party for all the community 
leaders. We selected people whom 
we felt could do us the most good 
through word-of-mouth advertis 
ing. Our list included people like 
the mayor, city politicians, leading 
contractors, church officers and 
others who were well known and 
had scores of acquaintances and 
friends. 

We sent out 120 invitations for 
our special open house which in 
cluded refreshments, some enter 
tainment and a tour of our new 
establishment. Just before the 
event, we got on the telephone and 
called each person to remind them 
of the party. Out of 120 who were 
invited, 100 attended, 


sales 


The entire promotion cost us only 
$80, but from that day on, our floor 
traffic and sales volume has _ in- 
creased by leaps and _ bounds, 
Robert F. Smith, manager, New- 
fown (Conn.) Lumber Co. 


What's the Price? 

We are often troubled by tele- 
phone shoppers who call yard 
after yard to ask about various 
prices on lumber. Often when I 
ask the caller what he intends to 
use the lumber for so I can recom 
mend the proper grade, the caller 
will say, “None of your business! 
Just give me the price.” 

When this happens, I tell them, 
“Well, the price of the lumber in 
the forest runs about $15 per thou 
sand. Of course, if you want some 
thing done with the trees, it’s 
going to cost you more.” 

This approach generally tickles 
the caller’s funnybone, and he will 
go on to give me his name and 
the reasons why he wants the 
lumber. Then I can quote him an 
intelligent price Name withheld 
by request. 


Tips on Delivery Charges 

Train your salesmen to always 
tell customers: “If you wish, you 
may take your purchase with you 
because it will be cheaper for you 
if you need the items within 72 
hours.” 

Here are the charge rates for 
consumer-customer deliveries 
which dealers have found to be the 
best: 

Free deliveries within a 25-mile 
radius with 72 hours notice. Here 
are the charges for deliveries 
wanted within 24 hours: Under 8 
miles - 50¢; From 8 to 5 miles - 
75¢; From 5 to 10 miles - $1; From 
10 to 20 miles - $2; 20 miles or over 
- $3 and up. 

All orders over $50 but less than 
$100 are delivered free within a 
25-mile radius with 24 hours’ no 
tice. 

All orders over $100 are de 
livered free within a 50-mile radius 
with 24 hours’ notice. 

Special terms should be ar 
ranged for all deliveries of more 
than 50 miles.-Art Hood, editor, 
American Lumberman, Chicago, Ill. 


Handy File Cabinet 


We have recently built a file 
cabinet near our cash register. We 
find this very convenient to hold 
the following: 1. Hold tickets. 2. 
Accounts receivable credits. 3. De 
liveries today. 4. Deliveries later. 
5. COD’s in (a delayed COD), 6. 
Charges. 7. To be ordered. 

The cabinet is made from '%” 
hardboard and '4” lumber. Over 
all measurements are 7” by 40”. 
Depth is 2'4” to 14%4,".—M. Cain, 
Penn Lumber & Supply Co., Balti 
more, Md. 
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YOUR AD OF THE WEEK 





No. 44 of a Series 


Local Newspaper + Good Mats — Effective Ads 


Reduced to simple terms, the objective of an ad- 
vertising program is to get your sales message across 
to as many prospects, and as often, as your adver- 
tising budget permits. 


The mainstay of most lumber dealer advertising 
programs is the local newspaper, since it usually 
provides complete “coverage” of the market at low 
cost. 


However, no matter how thoroughly the newspaper 
“blankets” your trading area, it cannot insure that 


1 col, x 8 in, ad, using AD 
service mats nos. 90, 110, 2 col. x 8 in 


12 mat no. 78 





Still time to 
ADD A ROOM 
before winter! 























. ad using ADservice 


SIGNATURE CUT HERE 


Choose from 32 up-to-date designs! 


GARAGES 
































YOUR NAME 














YOUR NAME 


readers will pause to read, or even notice, your ad. 
To make your ad space competitive in attention value, 
you need a supply of high quality mat illustrations 
of products, projects, and applications. 

The suggested ads reproduced below show how 
relatively small space can be made interesting and 
attractive by neat arrangements of good illustrations. 
The mats shown here are from the group of 254 avail- 
able from American Lumberman. Write for free 48- 
page book showing complete ADservice plan, includ- 
ing copy and layout suggestions. 


1 col. x 8 in. ad, using AD- 
service mats nos. 158, 164, 
10 





cold weather 
ahead... 





cut fuel bills = 
INSULATION 











PER MONTH 
YOUR NAME 
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BUILDING 


Gate City’s New “Type H” Wood Awning Window 
contains Important ‘asked-for features! 


NEW SIZES — New, more popular sizes —13 
stock sizes —will be stocked for immediate 
shipment. (48 other sizes available on order.) 


CARTON PACKAGING— All stock units are 
carton packed, 2 per carton. Carton includes 
screens, extension jambs, cranks and 
escutcheons. Windows completely assembled 
ond glazed. 





ENCLOSED HAROWARE—Redwood covers 
enclose hardware in jambs and sill. Offers 
proven advantages of Gate City's sturdy 
dyal-action hardware PLUS beauty. 


WOOD GLAZING BEAD—Gliass is bedded 
in putty with wood bead exterior glazing. 
Completely eliminates all putty problems. 


REDWOOD EXPOSED PARTS—All exposed 
parts are made of Redwood for superior 
durability and workability. Available in 
matched, heart Redwood at slight extra 
cost when specified. 


o” 


’ REMOVABLE DOUBLE GLAZING — Aluminum 


framed individual storm sash easily applied 
te each vent. Provides efficient double 
glazing when desired. 


? 
THERMOPANE R ABBETING — Standard sash 


rabbeting will take Thermopane glass, 
which can easily be installed with wood 
lass mold. 


EXTENSION JAMB GROOVING — Backside 
of windew jambs are grooved to take 
extension jambs. Tongued extension jambs 
are furnished with each unit. 


in addition to the above features, the new “Type H" window embodies all the qualities, all 
the advantages that have made Gate City the standard of the awning window industry —fixed 
hinge operation; simple, sturdy dual-action hardware, inside screens, Perma-Treated wood. With 
more than 40 years’ experience as window craftsmen, it's easy to see why more architects, 
builders and contractors specify Gate City with confidence. 


Every one of the big features of the New “Type H"” Window are hitting sales points for you. 
And to help even more, Gate City offers you a wealth of merchandising and sales aids. Just 


clip the coupon below. 


If you are not yet a Gate City dealer and are interested in more information on how many 
ways Gate City sells for you write: 


GATE CITY SASH & DOOR CO., DEPT. AL 10 
P.O. Box 901, Fort Lauderdale, Florida 





AWNING WINDOWS Fs 





Fema tested for Long Life 


Propucts MERCHANDISER 


| ee 


Address 


Gentlemen: | would like complete information on 
[] Gate City’s New “Type H” WOOD Awning Window. 
(] The Gate City “Push-Button” ALUMINUM Awning Window. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 


Home Show Exhibits 
Pay Off in Added Sales 


A well-planned exhibit at an 
annual home show pays off, says 
E. H. Gerhart & Son, Jonestown, 
Penna. Each year the firm has a 
sizable exhibit at the Lebanon 
County Home Show and makes the 
most of the heavy traffic at the 
three-day affair. This year the 
company was awarded third prize 
for its power tool exhibit. 

“We can definitely trace sales 
of power tools, lumber and build- 
ing supplies to our home show ex- 
hibits,” declares Henry Gerhart, 
head of the dealership. 

Feeling that it pays to get man- 
ufacturers’ cooperation, the firm 
has several factory representa- 
tives on hand to demonstrate their 
products at each annual show. 

“Such demonstrations draw 
more spectators than similar pro- 
motions in a store with limited 
traffic,” Gerhart reports. 

“We find a well-attended home 
show pays off. It’s an excellent 
way to promote an interest in 
home building and remodeling im- 
provement and to increase sales 
of our lines by exposing them to 
thousands who might not other- 
wise come to our store.” 





Among the Dealers 





HALLINAN LUMBER CO. 


628 5. W. Harrison St. Portiand 1, Ore 


MANUFACTURERS DOUGLAS FIR 
Alwater 9236 Teletype PD 457 








VAN VALER LUMBER COMPANY 


Radio Central Bidg., Spokane 4, Wash. 
Phone: Timple 2743 TWX SP 19. 


PHILLIPS LUMBER 
CORPORATION 


Symons Bidg., SPOKANE, WASH. 
Phone Riverside 4107, TWX SP 143 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 


WALES LUMBER COMPANY 
OLB NATIONAL BANK BUMOING 
SPOKANE - - ~- WASHINGTON 
Ow Sad Year 
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Bary Jones has been named manager 
of Southern Utah Lumber Co. He has 
been office manager of the firm for the 
past four years. 


Verne H. Weller has sold his in- 
terest in the Weller Lumber Co. of 
Colorado Springs. He will be suc- 
ceeded as president by F. H. Weller, 
who has been with the Weller Lumber 
Co. of Greeley. Colo. A. E. Tiemanr 
replaces F. H. Weller at Greeley. 


Robert W. Kemerer, general man- 
ager of Peavey Lumber Yards. Min 
neapolis, has been elected a director 
of F. H. Peavey and Co., pioneer upper 
midwest grain firm 


W. L. McBride, advertising man 
ager of Denniston & Partridge Co., 
Newton, Iowa. retired September 1. 
McBride had been with the firm 41 
years, having begun in 1914 as man- 
ager of the Reasnor, Iowa yard. 


The Lumber Merchants’ Association 
of Northern California will have space 
at the Do-It-Yourself show, Novembe 
10-20 in Oakland. The association will 
dramatize the theme “If you are 
planning to repair, remodel or build, 
See Your Local Lumber Merchant.” 


October 


GERHART shows power saw to pros 
pect at County Home Show. Firm 
won third prize this year for its power 
tool exhibit at annual Lebanon (Pa.) 
show. 





Hoo-Hoo Picks Supreme 
Nine at Detroit Concat 


Lumbermen from the United 
States, Canada and the Philippine 
Islands met last month at the 64th 
annual convention of the Interna- 
tional Concatenated Order of Hoo- 
Hoo at the Statler Hotel in Detroit. 

For the first time in the history 
of the black cat fraternity a man 
with a membership number over 
60,000 was elected to the Supreme 
Nine. Since it was founded in 
1892, more than 64,000 lumbermen 
have been members of the organ- 
ization. Present membership has 
surpassed the 12,000 mark. 

With nine districts reporting 
and delegates from clubs making 
individual reports, the five-day 
convention was largely devoted to 
discussing these reports and the 
future of the lumber industry. It 
was generally agreed that the tone 
of the lumber market is greatly 
improved. 

Florencio Tamesis, president, 
Hoo-Hoo No. 141, Manila, told how 
cooperation among Hoo-Hoo mem 
bers has helped the lumber in 
dustry in the Philippine Islands. 

The 1956 Plymouth convertible 
offered as a door prize was won 
by the wife of Myron C. Haines, 
66906, Toledo, Ohio. 

Next year the convention will be 
held in San Francisco. St. Louis 
will host the 1957 meeting. 

The Supreme Nine for 1956 are: 
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To all dealers who really want 


MORE SALES... 


You can’t get your full share of lock business by 
waiting for it to come through the door. 


So do what many other dealers are doing. Go out 
and make calls on builders! 


You’ve really got something to sell in Sargent 
AlignaLocks. You've got a truly handsome, high 
quality, low cost lock...with an unconditional 
guarantee. A lock that can be installed faster than 
any other lock on the market 


And in no one lock can you offer the builder so many 
home-selling aids! The AlignaLock Guarantee Cer- 
tificate! Displays! House signs! Home owner bro- 


chures! Colorful literature! 
You can’t miss on this! So don’t wait. Get in touch 


BUILDING PropuCTS MERCHANDISER 


with your AlignaLock supplier for full details .. . and 
a special direct mail campaign that helps you set up 
builder calls. If you’d like, write direct to Sargent & 
Company, New Haven 9, Conn., Dept. 3K 


SARGENT LOCKS 


“A sign of a well built house” 
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Unrolling a red carpet would be one way to 
give your customers and prospects extra ser- 
vice . . but there’s a better way to win friends 
and influence business. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 
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There is timely, worthwhile information 
for the homeowner in HOME, It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000L. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 


tion on HOM 
list service. 


Business name 


Street 


Se RES —— SE 


Your name___ 


( ) Send us oo ee information, with no obliga- 


and its new homeowner mailing 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 
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HOO-HOO AT DETROIT 


(begins on page 72) 





Snark of the Universe Dave 
Davis, 37575, San Francisco, 
Calif. 

Jurisdiction I John J. Santoro, 
52280, Newark, N. J., Supreme 
Hoo-Hoo. 


Jurisdiction II Cc. R. Ashton, 
53424, Detroit, Mich., Junior 
Hoo-Hoo. 


Jurisdiction I1]—Ernie L. Wales, 
45412, Spokane, Wash., Custoca- 
cian. 

Jurisdiction IV John T. Silk, 
53667, Memphis, Tenn., Jabber- 
wock. 

Jurisdiction V Donald Barclay, 
37595, Toronto, Ontario, Can., 
Arcanoper. 


Jurisdiction VI Robert E. Gal- 
lagher, 52499, Albuquerge, 
N. M., Gurdon. 


Jurisdiction Vll—Harry A. Stock- 
mann, 35961, St. Louis, Mo., 
Bojum. 


Jurisdiction VIII Herbert F. 
Gustafson, L-29536, Omaha, 
Neb., Scrivenoter. 


Jurisdiction IX—Herbert H. Bax- 
ter, 60440, Charlotte, N. C., Sen- 
ior Hoo-Hoo. 


To handle corporate affairs, the 
following men were reelected: 
president, John B. Egan, 45206, St. 
Paul; vice-president, Harry F. 
Partridge, 1983, Minneapolis; sec- 
retary Ben Springer, 34265, Mil- 
waukee; and treasurer, Edwin F. 
Fischer, 41901, Milwaukee. 





Dies at Convention 


Hallett A. (Bud) Hamlin, 
Detroit lumberman, died 
Monday, September 12 while 
in a meeting with the Hoo- 
Hoo Supreme Nine. He was 
60 years old. 

Editor of the Detroit Hoo- 
Hoo News, Mr. Hamlin, 
31970, was vitally interested 
in having the International 
Concatenated Order of Hoo- 
Hoo participate in the Trees 
for Israel Drive. Though he 
had been ill, he attended the 
meeting to make an urgent 
plea for the project. He was 
stricken just after introduc- 
ing the speaker from the 
fund drive. 

Detroit backers of the 
Tree drive would like to name 
a grove in Israel as a me- 
morial to him. 
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Spotting Bricks Around Job 
Gets Dealer Extra Business 


Eton Brick & Supply Co., Birmingham, Michigan, gives an extra 
service that brings repeat business. Mr. Kutchai, owner of the yard, 
says: “It costs a little extra, but the customer saves in the long run, 
and comes back for more.” 


The bricks, unloaded from freight cars by a tractor-mounted 
Sherman Fork Lift, are then steel-strapped or stacked on pallets. A 
convenient inventory tag gives the count on each “package.”’ These 
are unloaded from trucks at the job by the Sherman Fork Lift and 
spotted around, instead of dumped in one place. This cuts handling by 
skilled masons and helpers to the absolute minimum, saving a great 


deal of costly time. Breakage and pilferage are practically eliminated, 
and the Fork Lift moves material over any terrain in any weather. 

The Sherman Fork Lift hoists 4,000 pounds as high as 10 feet, 
carries the load over the big rear wheels for maximum traction, safety 
and stability. It is rugged, economical, easy to operate . . . and sold and 
serviced by your local Ford Tractor Dealer. Ask him for a demon- 
stration on your job, or write us for free Bulletin No. 1123. 


*Manulactured Exclusively for 
Sherman Products, inc., 


PRODUCTS, INC. by K-D Mig. Co, 


Cleburne, Texas 


ROYAL OAK, MICHIGAN ° 


@® 1955, Sherman Products, inc. 
POWER DIGGERS « FRONT END LOADERS + FORK LIFTS* 
i, w® 
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( Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
Powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 








it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham'’s Rock - Hard 
Water Putty keep 
doubling, year after 
" What's more, 

urham’'s Rock- 
Hard Water Putty 
ey you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so re 
larly. Many patching materials may sh 
fall out or chip off. Durham's RockeHiard 
Water Putty 4. oes not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel j nt or polish it to a velvet smooth 
finish. y to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
ndustria) users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





THE RIGHT PLYWOOD 
AT THE RIGHT PRICE 


Prompt Shipments from 
Warehouse Supplies 


12 Convenient Warehouses 
MICH. IND. TEXAS CALIF. MO. 
WIRE — PHONE — WRITE 


For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 43450 
TWX 500 
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ARCHITECT’S DRAWING of Pittsburgh 
dollar Glass Research Center to be built on a 5 


Plate Glass Company’s multi-million 
2-acre site in Harmar township 


near Pittsburgh. Development and product control building (right) will be com 


pleted by February. 
scheduled for occupancy by July, 1956. 





COMPANIES ANNOUNCE 





Sherwin-Williams has appointed D. 
William Campbell general merchandis- 
ing manager, according to an an- 
nouncement by Arthur Burt, vice- 
president. Campbell has been with the 
paint firm since 1931, most recently as 
director of the north central sales 
region. 


The Philip Carey Mfg. Co. has 
named J. W. Bartlett, Jr., central re- 
gional manager according to a recent 
announcement by Laurence W. Clarke, 
vice-president. Bartlett, who has been 
with the firm since 1940, will have 
supervision over the Atlanta, Cincin- 
nati, Cleveland, Detroit and Pittsburgh 
districts. 


Walter E. Seleck and Co. has appoint- 
ed Robert W. McLogan as distributor 
sales manager, according to an an- 
nouncement by David J. Broderick, 
vice-president. 


National Gypsum Co., Buffalo, has 
named Wade W. Hildinger director of 
general sales and Melvin F. Cerruti, 
general sales manager, according to 
an announcement by Melvin H. Baker, 
chairman of the board. Hildinger had 
been general sales manager and Cer- 
ruti was eastern division sales man- 
ager. 


Hyster Co., Portland, Ore., has ap- 
pointed Anthony A. Pack to the newly- 
created position of assistant to the 
president on special staff assignments, 
according to a recent announcement 
by Hyster president, Ernest G. Swi- 
gert. 


Rockwell Mfg. Company’s Delta 
Power Tool Div. has promoted two of- 
ficials, according to an announcement 

y F. P. Maxwell, ie wiles president. By- 
ron E. Coon has been named sales pro- 
motion and merchandising manager 
and John P. MacCrossen succeeds Coon 
as regional manager of the western 
region. 


Ultra-modern six-story all-glass basic research building is 


Johns-Manville Corp. has named E. 
Allen Dennison manager for sales en- 
gineering. E. K. Clark, vice-president 
of J-M Building Products Div., an- 
nounced that Dennison succeeds W. 
Stanley Miles, who retired after more 
than 41 years with the company. 


Inland Steel Products Co., manufac- 
turer of the Milcor line, has named 
John M. Handley as general sales rep- 
resentative in the Cleveland branch 
area. 


The Gibson-Homans Co., Cleveland, 
has named Adrian H. Hasse as assist- 
ant to the president, Norman M. Cor- 
nell. The firm also announced that 
William L. Webb, special sales repre- 
sentative, has been transferred to the 
California Div. of Protective Coatings 
Corp., a subsidiary of the Cleveland 
company. 








ats 


JOHN E. CHAMBERS, founder of 
Chambers Ranges, Inc., inspects the 
exclusive In-A-Top broiler-griddle unit 
of the firm’s anniversary model range. 
The new range is being featured in a 
special fall promotion that marks the 
company’s 45th anniversary. 


(continued on page 78) 
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Giant equipment 
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’s¢’\. to move the giants of the forest 
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Simpson REDWOOD COMPANY 


ARCATA+CALIFORNIA 
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Jasco Aluminum 
On "Operation Success’ 


Scott Skodnek, 
Jasco Aluminum Products Corp., 
was the featured guest recently 
on Quentin Reynolds’ nationwide 
TV program, Operation Success. 
The 30-minute show documenting 
success stories of famous com- 
panies, explains the operations, 
methods and processes which have 
made these firms tops in their 
fields. 

Jasco, first company in the 
aluminum storm window and door 
field to be featured on the show, 
was selected because of ‘its phe- 


QUALITY AND UNIFORMITY 


OF 


TARTER, WEBSTER & JOHNSON 


LUMBER PRODUCTS 


starts in the forest and 
continues through manufac- 
ture, seasoning, grading and 
shipping. TW&J's balanced 
service includes the 
distribution of all West 
Coast lumber products — 

a convenient one-call 
service for lumber buyers. 


vice-president of 


nomenal growth under the direc- 
tion of the three Skodnek brothers, 
Jack, Arthur and Scott. 

Starting 11 years ago with little 
but an idea and a tremendous de- 
sire to succeed, the Skodneks have 
built Jasco into an organization 
with more than 30 franchised man- 
ufacturers in the U.S. and Canada 
and an annual gross of more than 
$30,000,000. 


Spare-Time Course 
For Estimators Available 


Estimating has become the door 
to more profits for dealers who can 
offer this service. By furnishing a 
complete materials list and quot- 
ing a package price many firms are 
eliminating competitive bidding on 
building materials. 

Dealers looking ahead are plan- 
ning to go after the home improve- 
ment market when the current 
new-home boom slackens. To be 
prepared, these dealers are train- 
ing more estimators. 

One moderate-cost home-study 
course offered is a concise volume 
called “The Blue Book of Estimat- 
ing.” The Bluebook provides a 
course of instruction which covers 
everything from estimating lumber 
to reading plans, preparing a 
materials list, cost estimate and 
figuring the labor involved. 

While the methods used in the 
book are suited for office calcula- 
tors, students are encouraged to 
use only pencil and paper. 

For further information, write 
Home Builders School of Estimat- 
ing, P.O. Box 912, San Jose, Calif. 


White Spruce Book 


Alberta Forest Products Asso- 
ciation has prepared a new booklet 
on Western White Spruce with 
colored reproductions of some of 
the board grades. Specifications, 
use data and paneling patterns are 
also included in the liberally illus- 
trated booklet. 


Name First Manager for 
Wood Cabinet Institute 


The opening of permanent of- 
fices and the selection of a man- 
ager for the newly-formed Na- 
tional Institute of Wood Kitchen 
Cabinets were announced by Rich- 
ard S. Chapman, institute presi- 
dent, following a directors’ meet- 
ing in Chicago recently. 

Fred F. Montiegel has been 
named manager of the institute 
and John E. Harr will be publicity 
director. Offices have been set up 
in the Chicago Temple Building, 


SEVIGER MLR GE AM ATOM | 77 W. Washington St., Chicago 2, 


Ill 
Montgomery Street P< Box . : ; 
SAN FRANCISCO 4, CALIF @ hiela Ofc) mee Tel Montiegel has had wide exper- 


2060 Teletype Sf HOward 4-836 Teletype 


ience in sales management and ad- 
Before joining the in- 





vertising. 
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stitute he was secretary and pub- 
lic relations director for Don Mc- 
Neill Enterprises. 

Harr was formerly midwest pub- 
licity director for the National As- 
sociation of Manufacturers. He 
also served on several overseas as- 
signments for the United States 
Information Service. 

The National Institute of Wood 
Kitchen Cabinets has begun a con- 
sumer education program this Montiegel 
month to familiarize the public 
with the beauty and advantages of 
wood cabinets and to disseminate 
information which will help con- 
sumers in all phases of kitchen 
planning. 








The trade group was formally 
organized at a meeting in Chicago 
July 30 attended by representa- ' . #515 
tives of 18 companies. Chapman, COMBINATION 
vice-president and secretary of . PADLOCK 
Mutschler Brothers Co., Nappanee, 
Ind., was elected the first presi 
dent of the association. 


NLA Issues Guide to 
Successful Newspaper Advertising 


The Northwestern Lumbermen’s Association has 
issued a comprehensive guide to successful news- 
paper advertising for its dealer members. 

Called How to get Better Results from your News- 
paper Advertising, it gives complete data on how to 
use this media for maximum effectiveness. 

Five guideposts cover the subject from setting up 
a budget to supporting the advertising with follow- 





through promotion. A comprehensive calendar lists | YALE HAS THE PRODUCTS 
weekly ad themes for each month of the year, co- 
ordinating window and floor displays and suitable 
stuffers for statement envelopes. AND THE DISPLAYS 

A complete step-by-step guide is included for 
dealers who have no advertising manager or agency, 
and do the actual ad preparation themselves. Also | EM FAST 
included in the booklet is a detailed analysis of a ' . THAT SELL TH 
sample ad and a reprint of American Lumberman 
ADservice. — 


Filon Opens Sales Office in Atlanta 


Filon Plastics Corp., El Segundo, Calif., has an- 
nounced the opening of a southeast division with 
offices in Atlanta, Ga. Frank C. Olmsted has been | 
appointed regional sales manager of the new | 
division. 

According to D. S. Perry, president, the south is 
highly important to the continued expansion of the 
company’s national operations and its intensified 
program to make Filon fiberglas plastic building | 2 HC-20 Carded 
panels readily available through a network of dis- Merchandiser 
tributors and dealers in the south. HM-4 Merchandiser features 6 #515 


— pl features Silver Six— Combination 


249, 259, 602, 605, Padlocks 
padiocks 797, 198 





Diamond Match Expands Operations 


The Diamond Match Co. has purchased land south 
of Red Bluff, Calif., where it will build an integrated | FREE! SEND. NOW! 
forest products plant. According to Robert J. Fair- 
burn, president, the new plant will consist of a saw “The Key To Selecting Padiocks”’: 
mill, dry kiln, a planing mill and other facilities. THE YALE & TOWNE MFG. CO., 

The firm has also announced plans to expand its Lock & Hordwore Div., White Plains, N.Y 
retail lumber operation at Walnut Creek by taking 
over property formerly operated by the Kwein Lum- 


ber & Supply Co., which has had a retail lumber yard 44% LE R TOW N EF 
at the location for 39 years. i Gy 
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Write for valuable booklet, 
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THE LUMBER MARKET 


Car Shortage Hurts 
Seattle Area Market 


SEATTLE The market is a 
little weak with prices slipping in 
dimension and lower grade items. 
The weakness is blamed on the 
car shortage in Oregon, too many 
transits out, and a seasonal let 
down. Twice as many cars are 
needed by the Southern Pacific as 
are available. 

Green fir dimension and boards 
have dropped about $2. Dry hem- 
lock dimension is off a $1 and 





Engelmann spruce dimension is 
$2-$4 weaker. Upper items remain 
steady and firm. 

Shingle prices are steady and 
strong, but there is some weakness 
apparent in the lower grades. Sid- 
ing prices are unchanged, but the 
large order files running up to 
60 days are being reduced and 
some prices are being shaded on 
harder-to-sell items. 

Pines are firm at prices pre- 
viously quoted. Export business 
amounts to about 2% of the cut. 
Korea is in the market for ties, but 
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e) METAL MOULDINGS POTOMAE AVE 


Jineonr@ee a + 4 & CEA NOIS 


TO SPEED CONSTRUCTION 
TO ADD BEAUTY TO ANY PROJECT 


All over the country, building contractors, home 
builders, and “do-it-yourself’ers” are learning that the 
use of Langille metal mouldings, whether on new con- 


struction or remodelling projects, accomplishes three 


objectives: 


1. They speed construction 
2. They add beauty, and 


3. They increase profits. 


There is a Langille moulding for every type of siding, 
roofing, and window trim, and now to this complete 
line we have added one that is— 


BRAND NEW! 
BATH TUB BENDS 


are shaped, slotted mouldings 
for use where Masonite wall 
tile is to be installed, and they 
assure a tight fit around tub 
curves. This moulding is sold in 
pairs for right and left bends. 


Why not increase YOUR business volume today! 
Langille metal mouldings are real profit-makers, and 
their finest quality fabrication means repeat business 
day after day. Langille metal mouldings are big now, 
but they are going to be lots bigger, and you should 
cash in on their growing popularity. Write, wire or 
phone for complete information, prices, and catalog. 
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a ship chartered for Australia has 
been cancelled. Australia has 
bought heavily but the buying pe- 
riod is about over. 

Western Washington has come 
through the fire season with prac- 
tically no losses. The fine record 
is ascribed to good cooperation 
from all concerned. Production 
continues unabated. 

Seattle and its suburbs appear 
headed into new records for build- 
ing. Permits for construction in 
unincorporated areas of King 
county for eight months of 1955 
are 30% ahead of last year and 
within Seattle limits show a mar- 
gin of increase for the same 
period. 


Upward Tendency 
For Southern Pine 


BALTIMORE — Southern pine 
here shows a definite upward ten- 
dency, and dealers report con- 
siderably more activity than was 
evident prior to Labor Day. 

Some southern pine items, such 
as roofers and sheathing, are very 
hard to procure, and this is result- 
ing in much speculation among 
wholesalers as to cause and effect, 
since an overall scarcity in this 
market has not existed for many 
months. 

Several yard operators feel that 
this slight strengthening in the 
southern pine market has taken 
place purely because of inclement 
weather in mill localities, which 
has badly hampered drying pro- 
cedures. These dealers maintain 
that the yellow pine market will 
level off just as soon as weather 
conditions improve. There are 
others, however, who think that a 
definite trend is developing which 
will continue unabated for some 
months. 

Fir from the west coast has 
taken a slight dip, both pricewise 
and in demand. Yard owners in 
this locality report that the fir 
market in general exhibits a defi- 
nite weakening. Water shipments 
of this lumber reportedly are 
weaker than the rail shipments, 
due to mills situated on the rail 
lines selling at lower prices, and 
consequently doing a greater vol- 
ume of business. Carload ship- 
ments of green Douglas fir in ran- 
dom lengths presently bring 
around $79 - $80 per M. 

Hardwoods in this area are very 
stable, and only negligible changes 
have occured within the past two 
weeks in either price or demand. 
As almost all hardwoods are ex- 
tremely scarce here, this situation 
does not bother yard operators at 
all. Optimism is the keynote in 
this field, and practically all hard- 
wood dealers predict a very bright 
future ahead. 
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Demand Is Slower 
At Kansas City 


KANSAS CITY — Demand for 
lumber in the southwest continued 
at a fairly active clip, but it was 
not as pronounced as a few months 
ago. 

Retailers have fair amounts of 
stocks but assortments are not 
good. The feeling in the retail 
trade is that the peaks in prices 
have been reached, and that the 
trend is not going to be higher. 
Consequently, retailers are biding 
their time and buying only against 
actual requirements. 

Lumbermen assert that the 
widespread rains have been a 
mainstay to the market price. With 
a number of key items in boards 
and dimension short, it would have 
been possible to inch prices up a 
bit but retailers are not bidding 
for lumber and mills have not 
been inclined to increase their 
offering prices. 

There is no surplus of lumber 
in mills’ hands, and logging crews 
have been unable to get into the 
woods because of the mud in many 
sections of the district. Industrial 
business has picked up a little, 
and farmers are starting to do 
their fall repairs now that the 
crops are about in. A fair amount 
of business has been placed with 


mills by yards in the rural sections 
in recent weeks. 

No. 2, 1x6 boards are bringing 
$83 - $84 generally on the west 
side of the Mississippi river and 
1x8’s are commanding $88 - $89, 
with occasional sales of $90 re- 
ported. 


Forest Fires May 
Slow Mill Output 


SAN FRANCISCO — A series of 
disastrous forest fires in northern 
California and lower Oregon near 
the border has’ considerably 
slowed production in the woods, 
and lumber market spokesmen in 
San Francisco are fearful that 
limping mill output may put a 
damper on supplies. 

If the effect of the fires, which 
destroyed some $20,000,000 worth 
of timber, reaches as far back as 
the mills it will be the first dark 
cloud hovering over a _ market 
which has consistently promised 
to turn in a record 1955 perform- 
ance. 

Orders and prices alike remain 
high and firm in almost every 
category and wholesalers and re- 
tailers continue in a rosy glow of 
happiness. 

Prices on green dimension com- 
ing into the area are varying be- 
tween $72 and $76 on No. 2 and 
better. No. 3 and better studs are 





continuing to bring from $65—$68 
at the mills. 

The market for boards in 
northern California is active with 
1x6 and 1x8 going for $66 at the 
mill. No. 3 dimension has fallen 
off slightly in demand, and prices 
are now $54-$60 for 2x4, and some 
of the wider widths can be found 
at $42. 


Market Conditions 
Remain Excellent 


TACOMA—Conditions continue 
to be excellent so far as the lum- 
ber market in this area is con- 
cerned. Demand is unusually 
heavy for this season of the year 
and supplies of most items are 
plentiful. 

Prices remain firm, and the chief 
matter of concern to most buyers 
appears to be delivery, shipping 
space at times being at a premium. 

Woods production has returned 
to normal following a temporary 
curtailment due to forest fire 
threats and the outlook generally 
is most encouraging. State For- 
ester L. T. Webster said yesterday 
a total of 1,288 acres of state pro- 
tected forest and range lands have 
been swept by fire this year, about 
the same number of acres razed 
in the same period last year. 

















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForEST PRODUCTS LTD. 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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REDWOOD 


Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as @ 
check on purchases made approximately ten days before receipt of the magazine. 


Bevel Siding 
4 


< 
® 


Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
. Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 


Note: A grade V.G. Redwood Siding $5.00 less 
for '/2, % and % in above sizes. 


<<<<<<<<< 
DOHOOHOOO 


DOUGLAS FIR 
Vertical Grain Flooring 


WESTERN PINES 
Ponderosa Pine 


5/4 RW 
BABtr 


x4 170.00 
Fiat Grain Flooring 
14 145.00 Shop, $2S 
\xb 165.00 No.| 
, 5/4 142.00 
Drop Siding 6/4 144.00 
\xb (Pot. 2106) 160.00 
tx (Pat. 116) 160.00 
Ceiling 
Yun 125.00 
\4 115.00 
Boards and shiplap and 2" (Green) 
1x6 1x8 
69.00 68.00 
64.00 66.00 
59.00 59.00 


Selects 
$2 or 45 


and 
4/4 RW 6/4 RW 8/4 RW 
CABtr. RL 275.00 290.00 290.00 


Anzac Siding 
1x!0 V.G. Clear All Heart 
Ixi2 V.G. Clear All Heart.. 


No.2 Note: Deduct $15.00 for A Grade. 


110.00 
' 
Ame Finish 
Ix 4 Clear Heart 54S 
Ix 6 Clear Heart S4S 
Ix 8 Clear Heart S4S 
ix!0 Clear Heart S48 
Ix!2 Clear Heart S4S 


Commons, $2 or 45 
155.00 B&Btr. 
110.00 


118.00 


No.3 
Ix 8 RL 79.00 
ix!2 RL 79.00 


Idaho White Pine 
Selects $2 or 4S 


No.4 
70.00 
70.00 


120.00 
110.00 





xb 
C&Btr, RL 270.00 
D RL 215.00 


1x8 1x!0 
270.00 275.00 
210.00 235.00 


1x10 

70,00 
66.00 
59.00 


No, |! 
N 7 
No. 3 


WESTERN HEMLOCK 
No.3 Vertical Grain Flooring 


108.00 1x4 
110.00 


Commons, $2 or 4S 

No. | 
160.00 
185.00 


No.2 
150.00 
160.00 


B&Btr 


No. | Dimension ix 6 150.00 


12 14 16’ 18 20 1x12 
80.00 80,00 81.00 79.00 
79.00 81.00 78.00 8! .00 
81.00 80.00 78.00 79.00 
81.00 82.00 79,00 79.00 
79.00 77,00 79.00 


Cc 
145.00 
2x 4 
2% 6 
2x 8 
2x10 
2x12 
No. 2 Dimension 
2x 4 76.00 
2x 6 75.00 
2% 8 78.00 
2x10 78,00 
2«12 75.00 
No. 3 Dimension r/! only 
- Clear Plain 
2x 8 White j 
2x10 at : 
ane No. | 
(Add $15.00 for Sel Plain No. 2 
White 172.00 i No, 3 
Red 175.00 
#| Com 
RED CEDAR SHINGLES White 
Royals Red 
re 3 4 16.25 = #2 Com 
No, 2 24" 9.50- 10.50 
No, 3 24" 5 50 Pin. White & Red 
Perfections $' com & Btr. 
No. | 18" 1Y"" 
4 


No.2 1a" 6.75 

No, 3 18" 4.50- 5.75 8| 00 
XXMKX 81.00 

No. | 10.75-11.00 8!.00 

No. 2 ! | 6.75 78.00 

No, 3 i 4.75-5.09 


Sugar Pine Selects $2 or 4S 
4/4 RW 5/4 RW 6/4 RW 
265.00 280.00 285.00 «4 
260.00 275.00 280.00 Ix6 
220.00 230.00 230.00 


Fiat Grain Flooring 

B&Btr. RL 

Cc RL 

D RL 
Shop, $25 

78,00 3 

78.00 ) 5/4 

75.00 6/4 


75.00 
75.00 


Drop Siding 


Ixé (Pat. #106) 
xo (Pat. #116) 


No. | 
152.00 
152.00 


No.2 
122.00 
122.00 


Ceiling 
Yex4 110 
OAK FLOORING 1x4 115 





00 
00 
hxl'/ Boards and Shiplap and 2"' (Dry) 
180.00 

185.00 1x6 1x8 
74.00 76.00 
67.00 69.00 
60.00 52.00 





No. | Dimension 


158.00 12 
158.00 2x 4 
2x 6 
2x 8 
2x10 
2x12 


90.00 


12.75-13.25 No. 2 Dimension 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr 





WESTERN RED CEDAR 


Prices for Western Red cedar siding in mixed 
cars, new bundling, S' to 16" are: 
Beveled Siding, '/, Inch 


Vy by 4 inch 


if 
if 


7 by 6 


S by & inch 
inch 


'y by 8 inch 


Clear Bungalow Siding, % Inch 


x4 Heart 
Fiat Grain Flooring 
Ix4 
\x6 
Drop Siding 
tx6 #106 
xb HIG 
Boards & Shiplap 
x6 
No. | (D Grade) 140.00 
84.00 


No. 2 
No. 3 70.00 


250.00 


170.00 160.00 
175.00 165.00 
191.00 


191,00 170.00 


Ix!0 
145.00 

87.00 

75.00 


No. 3 Dimension r/I only 
2x 4 
2x 6 
2x 8 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1xl0 


103.00 
82.00 


100.00 105.00 
79.00 84.00 


180.00 No. 2&Btr. 


8 inch ann 60 No. | Dimension (Dense) No. 3&Btr. 


10 inch 12’ 14 
12 inch 220.00 4 102.00 
Finish, 8 and Btr, $2 or 45, 2x 6 103.00 
6' to 16’ of Rough 2x 8 103.00 
hog 2x10 116.00 120.00 76.00 
iv! 2x12 132.00 ~—-:132.00 142.00 74.00 
iv!? 5 . 80.00 
. t No. 2 Dimension (Dense) 77.00 
Softing or Flooring, 8 and Btr 2x 4 94.0 94.00 107.00 78.00 
¥' to 16’ 101.00 


or Longer 2x 6 91.00 94.00 
BABY . 2x 8 94.00 92.00 99.00 No. 2 Dimension 
1x3 135.00 2x10 95.00 99,00 110.00 d 12 14 
115.00 2x 4 71.00 71.00 


In4 135.00 2x12 91.00 91.00 
Discount on moldiac te 
§ jings, 6' to 20 No. 3 R/L Only 2x 6 69.00 69.00 
Series 6,000 % 4 2x 8 nyo a4 
- 2x!0 
Listing under 4,00—list pl 359 % b } 
Listing 4.00 and over—list pt ee 35%, 2x 8 2x12 73.00 we er 
" “9 2x10 Mills are now grading boards No. 2 and 3 com- 
Clear Lattice, 5/16" x 1%"—3' to — oe » ve aiede out No. 3 dimension 


2x12 
100 lin. ft All prices based on kiln dried stock. as in fir. 


18" 
115.00 
115.00 . 
111,00 : 12 


No. | Dimension 


91.00 


* S55 
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“ADVERTISED BRANDS PAY OFF,” 


say leading lumber dealers 








“We like to sell nationally 


advertised brands, 


especially when they are qual- 
ity leaders too, like Sisalkraft. 
That way you make satisfied 
customers as well as substan- 
tial profits,”’ writes Mr. R. L. 
Dierks, Dierks & Sons 
Lumber Co., KansasCity,Mo. 





“Naturally, we recognize the : Lin ‘When a farmer needs 

importance of quality, brand- ; protection for his crops 

name merchandise in our Stocks. ; that are stored outside, 

Sisalkraft has been a profitable i he asks for ‘Sisalkraft.’ 

item for us since 1928. There are Fs We find it has a multi- 
a lot of uses for this tough i tude of uses. The force 
Waterproof Paper and our ; od of a brand-named prod- 
customers know it by ‘ uct is a natural for any 
name and ask for it,” : dealer’’ writes Mr. J. J. 
states Warren Coleman, ‘ Donnellan, Sec., Glen 
Coleman Building Mate- : Newton Lumber Com- 
rials Ltd., Santa Barbara, pany, Nevada, lowa. 
California. 


It’s always good for any 
merchant to push _ the 
leading brands. “That's 
why we stock and feature AMERICAN 


the genuine Sisalkraft. 


It’s the original and best 
known waterproof, reen 


forced paver,” says M> 

liarrintton Rutlanc : i CORPORATION 
Puthind Lumber Co., Ir« 

4 Lany, N { 


ATTLEBORO, MASSACHUSETTS 


Chicago 6 New York 17 San Francisco 5 
AL-10 


American Sisalkraft is proud of its reputation aeons 
dealers all over the country. It will pay you too, to pus 
this familiar, quality line of reenforced waterproof 6 EEDA ORE EEE ABE SABIE SE BEE 
products. 
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for Tacking 
J NSULATION © CEILING TILE 
ZA BUILDING PAPERS 
SCREEN WIRE 


These autemotic tackers save you time. 
money, ond energy. One hand does the 


job. Staples are a securely os fast 
@s you operate tocker. Let Duo-Fast Tackers 
do your for you. 

Free Service. You'll like the Duo-Fast Free 
Maintenance Service 


evo to all Ovo- 
fost users. 
Rent ‘em — Lean ‘om — Sell ‘om 


Write today for the Duo-Fast Story. 


FASTENER CORPORATION 
860 Fletcher — Chicago 14 








READYBUILT 


Reg. U.S. Pat. Off. 


Fireplaces 


* 


No Home Com- 
plete Without a 
Fireplace! 


* 








+ 


Shipped Com- 
plete, Ready to 
be Installed! 

- 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 








—— BUILDERS and HOMEOWNERS 
rite for catalog and full information 


To EADYBUILT PRODUCTS = 


170 Mettieary 51., Dept. Ai, Bolte. 4s, me 
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Handy Home Items 


An extensive do-it-yourself line, in- 
cluding varieties of sandpaper in cut 
sheets, discs, rolls, belts and full 
sheets; hide glue and resin adhesive; 
a hand sander and masking tape, is 
announced by the manufacturer’s 
Coated Abrasives Division. The prod- 
ucts are being marketed under the 
trade name, Handy Home. They are 
— for self-service and impulse 

uying. Cartons with merchandising 
ideas built into them are designed for 
easy setup on counters to make an 
attractive display. Armour and Co., 
Coated Abrasives Div., Dept. AL, 
Chicago 9, Ill. 


For more data circle No. 1 on coupon, p. 104 





Fiber Glass Window Lights 
Leighlite fiber glass window panes 
for industrial, commercial and residen- 
tial use are available. The shatter- 
proof panes are offered in seven sizes, 
precut to fit standard window dimen- 
sions. They install as easily as glass 
without the breakage problem, it is 
said. The new window lights offer a 
choice ¢ three colors—clear, blue or 
green. to 80% light transmission 
is ~- B. for the clear panels. Leigh 
Building Products Div., Air Control 
srenneee, Inc., Dept. AL, Coopersville, 
ich. 


For more data circle No. 2 on coupen, p. 104 


Dry-Lube 


A new air-floated, Sy yeeee lubri- 
cant, Dry-Lube, appl in a new 
ueeze bottle dispenser, gives clean, 
efficient lubrication, it is said. Dry- 
Lube is available in one, five and ten 
pound cans and in 25, 50 and 100 
pound drums. Almost white in color, 
it is recommended for tight windows, 
door locks, hinges, guns, fishing reels, 
etc. Reardon Products, Dept. AL, 2109 
South Adams St., Peoria 2, II. 


Fer more data circle No. 3 on coupon, p. 104 
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Stairmaster Safety Treads 


Worn stairs can be leveled and made 
non-skid through the application of 
Stairmaster extruded aluminum safety 
treads, announces the manufacturer. 
Not only will the.stairs be made slip 
proof, but the heat-treated aluminum 
treads will add beauty to the stairs. 
Eleven abrasive ribs dovetailed into 
the Stairmaster safety treads insure 
their slip-proof quality. Treads are 
drilled for easy installation. The man- 
ufacturer can also provide a leveling 
compound for leveling worn steps. 
Wooster Products, Inc., Dept. AL, 
Wooster, Ohio. 


For more data circle No. 4 on coupon, p. 104 





Portable Truck Bed 


A portable slide-in, steel truck bed 
which gives a station wagon the util- 
ity of a small Lew gu truck, is now 


being manufactured. The truck bed is 
made of 16 gauge steel. It is 52” long, 
41” wide and 6” deep. The truck beds 
are finished in smooth, blue-green en- 
amel with rounded inside corners and 
seams. It has a hinged tailgate. The 
bed weighs 60 pounds and can be 
quickly installed, without any bolt- 
ing down, in any Ford, Chevrolet and 
Plymouth station wagon. Hoffman 
_ and Steel Co., Dept. AL, Vienna, 
io. 


For more data circle No. 5 on coupon, p. 104 


Shingle & Shake Paint 


The new Kyanize Shingle & Shake 
Paint comes in quarts and gallons in 
eight modern ready-mixed colors. It 
also has suitable bases for the Kyan- 
ize Kolormatic System. It is based 
on a 100% pure alkyd resin, pig- 
mented with the most durable and 
color-fast pigment obtainable, and 
contains a —— fungicide to fight 
mildew. en dry, it is said to pro- 
duce a fine flat finish that enhances 
the texture of the siding. Kyanize 
Paints, Inc., Dept. AL, Everett Sta- 
tion, Boston 49, Mass. 


For more data circle No. 6 on coupon, p. 104 
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ic Satety Checks—Pre ent slommin 
hut door tightly ond ect? stairwoY 
quietly, sately- 
by ecatner sight re to en ineered, close 
o springs to weaken: no od 


practically effortiess. 
a—R ed ond $ rong"! P ecured bY bo! and screws. 
desig" assures \on9 life, dependable service under 


c by preventing 
heat from ¢ m below. 
r step covered with com 

adding *° eppeorance® and satety. 

qeegraduations on runners facilitate 
ights ond insure © saving of 


gy ‘Fo i heights To" 

ining heights eq" to q", vse q?". 

to inished ceiling-not floor to floor. 

frome ceiling; iso 30°° * s" (speci!) 
ot ext 


equires No V artic space"! height obov® attic 


net, age——auemvlos ond ready for installation. 


pounds. 

onstructed of select kiln dried jumper. Brackets, 
rocker orm and hinges t in ovr own foundry of highest 
quality mog jym and steel alloys: 


pall 
' { 


Ay i. 
1 Your % 


GUARANTEE 
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NEW PRODUCTS 


(begins on page 84) 





Counter Top Patterns 


Armstrong Cork announces the in- 
troduction of 10 plastic laminate coun- 
ter top designs that match and har- 
monize with best-selling, vinyl-plastic 
flooring patterns in style and color. 
It is now possible to have sink and 
counter top materials that coordinate 
perfectly with the flooring. The man- 
ufacturer has developed this new 
series of counter top patterns to 
match the Homespun Decoresq and 
Terrazzo flooring series. In addition, 
they have 21 variations of harmoniz- 
ing counter top material to offer 





decorators who are striving to attain 
a maximum of beauty in home design. 
Armstrong Cork Co., Dept. AL, 1010 
Concord St., Lancaster, Penna. 


For more data circle No. 7 on coupon, p. 104 





Surest Way To Satisfy Customers 


SELL MID-STATES! 


“GALVANNEALED” BARBED WIRE— 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 








” ms ~ 
Wit-sTa7e, | gy Sl 
: “ay 
4 Om Mon aT. on, 
te eats y! ioe 
: | a 
~~ 





MID-STATES STEEL WIRE NAILS— 
Made from full-gauge, open hearth, copper- 
bearing steel. They're strong, well pointed, 
uniform and have well-centered heads that 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100- 
pound cartons. 





-f 
\ ery 
{ 


Ll 
util | 


“GALVANNEALED” FARM FENCE — Noth- 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It’s triple-wrapped, 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc- 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused inte the steel! 


CURVED-FACE “T” RAIL 
STEEL POSTS—Designed in a 
curved shape so line wires do 
not touch face of post. There is 
no shearing action, nothing to 
snag wires while stretching. 
Made of durable rail steel. Ex- 
tremely rigid, very strong. Large 
anchor plate holds post tightly 
in any soil. Two protective coats 
of paint seal out air, moisture. 





MID-STATES STEEL AND WIRE COMPANY 


RAWEF * v E, INDIANA 


JACK NVILLE Fi . 
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1956 Power Shop 


The 1956 model of the DeWalt 
Power Shop incorporates 12 major de- 
sign changes. Designated the Model 
MBF (replacing a previous Model 
MBC), the new machine is powered 
by a % hp, UL and CSA approved, 
direct-drive motor. Other new fea- 
tures: The inclusion of a specially de- 
signed combination saw blade; re- 
design of operating controls and scales 
for more convenient adjustments. The 
retail price of the 1956 Model has not 
been raised despite the 50% increase 
in power and other added features, an- 
nounces the manufacturer. DeWalt, 
Inc., Dept. AL, 3046 Fountain Ave., 
Lancaster, Penna. 


For more data circle No. 8 on coupon, p. 104 





Cork-Tex Underlay 


Cushioning for a resilient hardwood 
or flexible tile floor when laid on con- 
crete, Cork-Tex Underlay is a new 
development of the Bond Crown and 
Cork Division of Continental Can. It 
was designed for use under floors. 
Only 4%” or %&” thick, Cork-Tex Un- 
derlay permits fast handling and in- 
stallation, yet gives resiliency and 
durability equal to or greater than 
that provided by conventional under- 
lays twice as thick, it is claimed. Cork- 
Tex Underlay is available in sections. 
Continental Can Co., Dept. AL, 100 
E. 42nd St., New York 17, N. Y. 


For more data circle No. 9 on coupon, p. 104 


Rose Pink Fixtures 


Rose pink, a delicate pastel tone 
with a full rich depth of color, is now 
available in plumbing fixtures. The 
color is produced by the action of 
heat on the pigment in the ceramic 
glaze and variations in temperatures 
cause variations in color, it is said. 
Pastel shades are particularly elusive. 
Successful formulation of a pastel 
ink in plumbing fixtures is announced 
the manufacturer. Universal 
Rundle Corp., Dept. AL, New Castle, 
Penna. 

For more data circle No. 10 on coupon, p. 104 
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Announcing A NEW SALES PLAN 
For PREMIER Aluminum Windows 


PREMIER GIVES 
YOU ALL THE 
WANTED FEATURES 


. Aluminum extruded members 

. Accurate and durable construction 
. Weather-proofed 

. Element resisting finish 

. Non-projecting surfaces 


Security 


. Finger tip control 

. Removability 

. Uniformity in combination 
. Adequate screening 

. Economy 


Distributorships Also Available 


No Stock 
Required 


Two Ways 
To Sell 


immediate 
Delivery 


Side Sliding 
or Picture 
Windows 


Now for the first time you can sell the complete line of Premier 
Aluminum Windows without carrying stock. The Premier line is 
available in both side sliding or picture windows, in all standard 
sizes. Available in mill finish with or without surrounds or with 
satin, scratch-free finish with or without surrounds, All you have to 
do to become a Premier dealer is to buy two samples, one of each 
kind, Shipment is made direct from factory stock, Premier windows 
are shipped completely assembled, unglazed, individually cartoned. 
You can sell one or a hundred. Premier Windows will be quickly and 
enthusiastically accepted by contractors and homeowners because 
they offer so much more. Rugged construction, adequate weather- 
proofing and full ventilation when desired... are just a few of the 
many wanted features which Premier Windows offer. Write today 
for complete dealer information and prices. 


PRESIDER 


METAL PRODUCTS CORPORATION 


= 
Poe 2 





For Qualifi istri 
Q ed Dist butors 955 East Slauson Avenue. Los Ange p 


BUILDING Propucts MERCHANDISER (For more data on advertised products {ill in coupon om page 104) 





Worth Selling! Worth Talking About! 








ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 


The distinctive labels on ARMSTRONG products insures buyer recognition— 
@ factor which will help to keep stock moving out and profits moving in. 
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THE WORLDS BEST GLOVE 


GLAZING 


33 COMPOUND 


For Either Wood or Metal Sash 


"33" retains its life- 
giving oils, stays 
elastic, and keeps 
the bond between 
glass and sash 
permanently intact. 


Ordinary putty toses 
its “life,” becomes 
rock-hard, cracks, 
chips off. The bond 
between sash ond 
giass is soon broken, 


“33” is of smooth, uniform consistency that takes initial 
“set” at once. It can be painted immediately after appli- 
cation. ‘‘33’’ remains permanently E-L-A-S-T-I-C—never 
dries out or gets rock-hard. And never chips, cracks or 
loses its bond. Also ideal for patching nail holes and cracks 
before painting, setting plumbing fixtures, etc, 


THE MAME OF YOUR NEAREST SOBBER WILL BE SENT UPON REQUEST 





Rely-on 


CAULKING COMPOUND 
Protects Property — Saves Fuel 


An inexpensive way for home owners fo 
eliminate Drafts, Dirt, Insects, Rust, Rot, 
Unsightly Holes and Cracks Inside and Out- 
side. “RELY-ON” adheres to practically any 
surface—wood, brick, glass, stone, tile, 
cement, masonry or plaster. 


“RELY-ON” stays permanently E-L-A-S-T-I-C. It 
does not dry out or become rock-hard and will not crack, 
chip or crumble, Available in both cartridges and in bulk. 





THE ARMSTRONG COMPANY 1001 East 103rd Street « Chicago 28, Illinois 





OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 


Leading Manufacturer of 


| 


Compounds for Glazing, Caulking, Sealing 





Made of soft 





Under the hardest use Napa Goat will 


outlast six pairs of ordinary canvas gloves. 


Yes, when you offer your customers NATIONAL'S 
Napa Goat you sell the best. 
pliable leather, Napa Goot Gloves afford hand 


and finger dexterity while giving complete pro- 
tection against cuts, abrasions, splinters, etc. 


Lanolin content of lecther keeps hands in good 
condition — prevents chafing and cracking. 


when used in handling power and hand tools. 


RE Nope Goat provides o firm non-slip grip even 
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National NAPA GOAT Sales 


P 
Available in either band 
top or knit wrist styles. 
Remember — if it isn't NATIONAL it can't 


s 
B 


USED THE WORLD OVER 


NATIONAL GLOVE INC. COSHOCTON, OHIO 
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For 
added 
insulation 


profit 


Use this NEW 
ALFOL DATA BOOK 
to sell more insulation at a better profit! 


Just off the press, here is the most comprehensive Alfo! 
Data Book ever published—-24 pages of fact, figures and 
illustrations. Answers almost any question you could be 
asked on the subject of Reflective Insulation. 

Colorful, easily understood, ideal for counter reference. 
Helps you build real volume in the insulation that offers 
more profit to you. . . and a better buy for the customer. 

If you're already handling Alfol, check with your dis- 
tributor about this vital new selling aid. If not, why not act 
now to cut yourself in on the growing trend to reflective 
insulation. A free copy of the new Alfol data book will be 


forwarded on request. 
125-56 


REFLECTAL CORPORATION 
A subsidiary of Borg-Warner Corp. 
Suite 2850, Chicago 4, Illinois 


ALUMINUM FOIL INSULATION 
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Pride Wall Cabinets 


A de luxe wall cabinet has been 
added to the manufacturer’s exclusive 
Pride Kitchen line. Made of heavy 
gauge furniture steel construction, the 
cabinets are said to be warp-proof, 
insect-proof. Fully insulated, double- 
lined doors close firmly and silentl 
on steel bullet catches. Hot sprayed, 
baked-on enamel is easy to clean and 
the Kant-Sag hinges allow for full 
opening, doors move freely, stay level. 
Equipped with exclusive curvex han- 
dles and chromed hardware through- 
out. Recessed area at back of cabi- 
nets make installation a simple job. 
Cabinets are available in 12 sizes for 
flexibility in kitchen planning. K & C 
Metal Products Co., Dept. AL, 1005 
Greene Ave., Brooklyn 21, N. Y. 


For more data circle Ne. 11 om coupon, p. 104 


Hardwood Legs 


The new Northern hardwood legs 
recently announced by the manufac- 
turer are supplied in 6”, 12”, 16”, 22” 
and 28” lengths. All sizes are inter- 
changeable by means of a new pat- 
ented steel bracket that provides an 
easy means of mounting legs in 
straight or flare- “leg position. All Den- 
nix legs are —_ ed in sets of four 
with solid brass brush finish ferrules 
and bright steel glides, mounting 
brackets and hardware. Unfinished 
legs are sanded for finishing suitable 
for existing decor. Ebony finish legs 
are also available. Dennix Products 
Co., Dept. AL, 78 Fifth Ave., New 
York 11, N. Y. 
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Storm Window Package 


A new, economical transparent 
plastic storm window kit, which in- 
stalls quickly yet provides years of 
all-weather protection, is now being 
marketed. These do-it-yourself kits 
are installed on double-hung windows 
in just a few minutes. Each No. 100-T 
Storm Window package contains all 
the materials needed to protect one 
window against rain, snow, sleet or 
wind. A full 36 ” x 78” sheet of non- 
inflammable plastic, nails and fibre 
molding strip are provided with full 
installation instructions. The kits are 
also available as No. 200-T with a 
special pressure sensitive taped edge 
which eliminates the use of nails. 
Sol-O-Lite Laminating Corp., Dept. 
_ 4301 W. North Ave., Chicago 39, 
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UWFKIN WHITE CLAD 


SS 8 9 


MEZURALL SUPER MEZURALL 5 
Snow-white quality line Rugged %” wide line, Long wearing white 
in a strong feather. marked feet and inches, line with attractive vinyl 
weight case, consecutive inches. covered steel case. 


PACKAGED 


All white clad items 
packed in brilliantly 
colored display cartons 

. individually boxed 
in reusable plastic 
boxes illustrated below. 


MEZURALL SUPER MEZURALL BANNER 
W926 — 6 ft. $ .98 W9310 — 10 ft. $2.39 HW220— 25 ft. $3.50 
w928 — 8 ft. 1.19 W9312 — 12 ft. 2.89 HW223— 50 ft. 4,50 
W9210 — 10 ft. 1.49 HW225-—— 75 ft, 5.50 
W9212 — 12 ft. 1.89 HW226—100 ft. 6.50 


PROMOTED 


DISPLAY MATERIAL NATIONAL LOCAL ADVERTISING 

Easels, shelf cords, etc. ADVERTISING Envelope enclosures, 

are yours for the National and trade handout pieces, news- 

asking. publications pre-sell in paper mats, radio 
over 30 million homes. scripts available. 


To Build Your Sales | 


IT PAYS TO SELL [UEKIN TAPES + RULES + PRECISION TOOLS 
ORDER THEM FROM YOUR HARDWARE WHOLESALER 


THE LUFKIN RULE COMPANY, Saginaw, Michigan 


132-138 Lafayette St., New York City + Barrie, Ont, 
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Rotary-Cut Cherry Doors 


A full line of solid-core and hollow- 
core flush doors is available in rotary- 
cut face veneers of Gold Coast Cherry. 
Light and fresh-looking in the modern 
mode, Gold Coast Cherry comes from 
the manufacturer’s exclusive timber- 
ing concessions on the African Gold 
Coast. Close texture of this attractive 
new wood requires no stain or filler, 
makes it easy to finish. One or two 
coats of brushing lacquer is said to be 
all that’s needed to achieve warm, 
natural finish. The Mengel Co., Dept. 
AL, 4th & Colorado Sts., Louisville 1, 

y. 
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RED JACKET 
Big-Flo sSumeaga’ 


PUMPS 


HIGH CAPACITY 
HIGH EFFICIENCY 


Ware Awning Window 


This new all weather-stripped alum- 
inum awning window is available in 
the standard and modular sizes. 
Effortless operation and closing force 
has been accomplished by a rugged 
strip-proof, compound operator en- 
closed in the center of a heavy torque 
resistant tubular sill. The new Ware 
operator was designed for maximum 
load conditions, insuring trouble free 
performance, Ware Laboratories, Inc., 
Dept. AL, 3700 N. W. 25th St., Miami, 
Fla. 


- 


NO MORE SHAFT BEARING TROUBLE! The 
new Red Jacket BIG-FLO ‘SUB. 
MERGA" has all the advantages of 
a turbine type pump plus the much- 
desired features of a submergible. 


SEMI-OPEN ALL BRONZE IMPELLERS are 
precision machined and fitted. AD- 


. 
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JUSTMENT RING for impeller to 
bow! clearance permits adjustment 
of impellers to compensate for pos- 
sible wear. 


STAINLESS STEEL COUPLING connects 
motor section to precision fitted, 
ground and polished stainless steel 
pump sheff. 


ECONOMICAL INSTALLATION, sealed-in 
lifetime lubrication, noiseless, in- 
visible operation — that's the new 
Red Jacket BIG-FLO "SUBMERGA" 
pump. 

NEMA Standard Motor, 


time lubrication. 


ANOTHER RED JACKET “FIRST!” 
Here for the first time in water 
system history is @ pump that can 
deliver up to 6000 gallons per hour 
from a well as small as 4” in 
diameter. The pump your customers 
have been waiting for. Don't miss 
this excellent opportunity for big 
profits from Red Jacket BIG-FLO 


with life- 


Universal Cabinets 


Recognizing the wide range of sizes 
among the many built-in ovens on the 
market, American Kitchens is intro- 
ducing universal cabinets. One will 
accommodate 14 competitive makes of 
electric ovens; another will take 10 
competitive gas ovens. They will, of 
course, accommodate A-K’s own gas 
and electric ovens. Both models are 
offered in the white steel and the 
wood-cooper-stee!l Pioneer lines. Wall 
cabinets in 24” widths are available 
to stack on top of the universal cab- 
inet, so the unit will match up with 
the rest of the kitchen at 81” or 84” 
height. American Kitchens Div., 
AVCO Manufacturing Corp., Dept. 
AL, Connersville, Ind. 
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Combination Storm Door 


A new aluminum combination storm 
door has been added to the company’s 


"SUBMERGA" pumps. Write for 
complete descriptive circular. 


MAIL COUPON TODAY 


RED JACKET M 
Dept. ALB-105, Davenport, lowa 


line of aluminum windows, screens 
and prime aluminum casements. RFT 
(rolled formed tubular) constructed, 
features of the new door include, Z- 
bar installation for greater flexibility 
and stamped corner gussets for more 
impact strength in case of slamming 
or the door being blown open by wind. 
Of heavy gauge, durable, polished 
aluminum, the door is available in all 
standard sizes and in either self-stor- 
ing or single light models. Security 
Sash and Screen Co., Dept. AL, 385 
Midland Ave., Detroit 3, Mich. 
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Please send me Circular No. 4213 featur- 
+9 ing your BIG-FLO "‘Submerga’ pumps 
és - 
. 
RED JACKET 


woter 
service 
products 


NAME 


ADORESS 
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SCREW SHANK 
FLOORING NAILS 


... for tight, 
Squeak-Tree 
floors 
and stairs 


CF&I Screw Shank Flooring Nails assure you of 
tight, squeak-free floors and stairs . . . prevent buck- 
ling and cupping even under the severest wear. 


That’s because these nails are scientifically de- 
signed for use with hardwood floors. Their special 
long-pitched screw shank combines the advantages 
of both nails and screws—they drive easily, yet have 
the holding power usually associated with screws. 
And their holding power actually increases as time 


passes and the wood fibers seek to return to their 
original position. 


What’s more, CF&Ii Screw Shank Flooring Nails 
have special points and thin shanks which end the 
problem of tongue splitting ... are made of oil-tem- 
pered carbon steel to resist bending while driving. 


For full information on CF&I Screw Shank Floor- 
ing Nails, just contact your nearest CF&I repre- 


sentative. 
[ ‘ 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque « Amarillo « Billings « Boise » Butte « Casper » Denver « El Paso « Ft. Worth « Houston « Lincoln (Neb.) « Los Angeles 
Oakland « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City »« Son Francisco « Seattle « Spokane « Wichita 
CANADIAN REPRESENTATIVES AT: Calgary » Edmonton « Vancouver 
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more and more dealers are saying 


“Let’s handle 


Wrought 
Steel 
Butts 
Also in 
Square 
Corners 


“The dependable line of hinges to 
handle”... that’s the trade’s way of 
saying “We like to sell Griffin prod 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
Visit us at the Atlantic City Show, Booth #353 


NEW VISIPAKS~— 
Order by the carton 
of individual 

carded items, 





Something 


NEW 


Something 


DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure-Grip 
Protecto Plate 


with the 
Easy Chenge 
lecking Device 


THE COMBINATION DOOR CO. FOND bu LAC, wis. 


— Beautiful — Practical, can be 
painted in two-tone colors to 
motch or harmonize with 
color scheme of your house. 


Choose Your Glue Line 


CAREFULLY! 


Labor and materials 
are expensive and 
depend on the glue! 


Don't take chances with 
your customers 


Is Always Dependable ! 
Easiest to work with under all circum- 
stances — QUICK HOLDING, LIGHT 
CLAMPING, PERMANENT! 


WILHOLD 


The BEST Quality! 


The BEST Packaged Line! 


Tubes, Squeeze Bottles, 
Jars and Pails. 


The Most ATTRACTIVE Display! 
See the KK-1 Assortment Kit. 
FAIRLY PRICED © FULL DISCOUNT 
JOBBER DISTRIBUTED 
Mere Wilhold Give is sold through Jobbers 
and Dealers than any other Give Line! 
Ask for samples, literature and Jobber or Agent 

ACORN ADHESIVES CO., INC. 
Chicage 44, Ili. Los Angeles 31, Calif. 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


fried QUALITY LUMBER Kiln-dried 
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(begins on page 84) 
Best-Vent Aluminum Window 
Sixteen exclusive features are in- 


corporated in the new Best-Vent win- 


dow, the latest addition to the basic 

line of aluminum windows manufac- r 

tured by Per-Fit. An outstanding fea- | } 

ture is the simultaneous opening and 

closing of upper and lower sash. The 

window also features a new molded 

nylon slidelock that locks the sash in s 

a tight seal and eliminates conven- 

tional cam action devices that mar 
window lines. Another feature of the 
Best-Vent is its multi-weather-strip 
ping system. The Best-Vent is offered 
in widths up to 3’8” and in heights 
from three to five feet. Per-Fit Prod- 
ucts Corp., Dept. AL, 1200 E. 52nd 
St., Indianapolis, Ind. 
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Redesigned Fixtures 


Electro Silv-A-King announces its 
Basic Unit Skyliner, Skylouver and 
Skyray Slimline fixtures have been re- 
designed to match the Bipin fluores- 


cent rapid start units. Instead of the 

former 6%” height, the same modern a 

shallow appearance of the thin rapid aN VALE 
start fixtures has been achieved. In + / OFFICE 602 


addition to the individual Slimline fix- en 
tures presenting a thinner appearance 
(five inches), the entire Basie Unit 
series is now more versatile as both 
rapid start and slimline baskets are 
interchangeable. Electro Silv-A-King 
Corp., Dept. AL, 1535 S. Paulina St., 
Chicago 8, Il. 
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Topp-Aire Kit 


A new line of Topp-Aire redwood YALE HAS THE PRODUCTS 
awnings, patio covers and lath houses , 9 

for home and commercial use is an- At 

nounced. The product is completely 

packaged in prefabricated kits for im- . AND THE DISPLAYS 
mediate installation. Topp-Aire kits /s.5 

ure available in a variety of styles and ‘ 

any required size. The user has a 

choice of redwood side panels or i THAT SELL THEM FAST 
wrought iron brackets as well as a 

selection of factory applied finishes 
ranging from natural redwood to a 
variety of colors. Topp Industries, 
Inc., Dept. AL, 5255 W. 102nd St., Los 
Angeles 45, Calif. 
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Trimlac Wood Finish 


Durable, satiny natural wood fin- 
ishes are said to be achieved in one 
day with Trimlac. Applied from the 
ean with a brush, it dries quickly INE ie Pairing DISPLAY HC-16 
without lap marks or paint odors and ne-s0 FEATURES 6 NO. 942) FEATURES 6 NO. 7H 
enables do-it-yourselfers to give » 248 TELEPHONE LOCKS isocnioe So ahaa 
paneled walls, furniture, doors and a 
trim a soft, rich, lasting sheen with- 
out hand-rubbing or waxing. The first FREE! SEND NOW! 
coat dries dust-free in 15 minutes, ) Write for valuable booklet, 
takes the second coat in an hour and “The KEY to Selecting PADLOCKS”; 
the third three hours later. Coverage, : THE YALE & TOWNE MFG. CO.. 
even on soft pine, approaches 500 { Lock & Hardware DIV., White Plains, N. Y. 
square feet ver gallon. William 
Zinsser & Co., Dept. AL, 516 W. 59th YALE #€6. vu S. PAT. OFF 
St., New York 19, N, Y. 
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NEW 4 LITERATURE 


Aluminum truck features — light- 
ness, torsionally flexible bed construc- 
tion and exclusive casters — are de- 
scribed in a new folder. Pictures and 
specifications of Mageoa/Tobey stan- 
dard flat bed, multipledeck and fixed- 
end trucks as well as data on acces- 
sories and a variety of special-duty 
trucks are also included in the folder. 
Magnesium Co. of America, Tobey 
Aluminum Div., Dept. AL, East Chi- 
cago, Ind. 
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Reinforced Built-Up Roofs is the 
title of a 32-page booklet containing 
technical data and specifications for 
installation of the roofs. For contrac- 
tors, builders and architects, the book 
let describes in detail the application 
techniques for Fiberglas Perma-Ply 
No. 6, a porous mat of strong glass 
fibers used to reinforce bitumen on 
roofs. Twenty-three illustrations and 
charts are included in the book. Fiber- 
gias reinforced built-up roofs may be 
bonded against failure fro periods up 
to 20 years upon request when applica- 
tion is made in accordance with the 
company’s specifications and by an 
approved authorized roofing contrac- 
tor. The new booklet carries the 
American Institute of Architects file 
No, 12-B-1. Owens-Corning Fiberglas 
Corp., Dept. AL, Toledo 1, Ohio. 
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Excelum aluminum combination 
storm windows and doors is the title 
of a two-color consumer folder de- 
scribing the new three-channel Ano- 
tilt window in detail. The booklet also 
illustrates graphically all the charac- 
teristics and innovations of the triple 
channel tilt-in window. Jamaica Sash 
& Door Co., Dept. AL, New Hyde 
Park, L. I., N. Y. 
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Why Shiver? is a new instruction 
folder written in simple, handyman 
language for both dealers and con 
sumers, It contains numerous pictures 
and easy-to-follow directions for put- 
ting up Inner-Seal weather stripping 
on doors, windows, garage doors, boats 


Net Price 


Only 


$63, 50 


Wimatte, mt. 
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and many other needed places. It also 
describes many end uses for the prod- 
uct which will help dealers sell 
weather stripping for new applica- 
tions. Bridgeport Fabrics, Inc., Dept. 
AL, Bridgeport, Conn. 
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Machine plastering — and what it 
ean do for architect, designer, engi- 
neer, contractor and building-owner is 
described in a four-page booklet, No. 
PA-29. It tells the advantages of 
using the plastering machine for 
placement of vermiculite, used exten- 
sively for insulating, fire-proofing and 
sound-proofing. Illustrations show 
vermiculite being applied by machine 
in several residential and commercial 
buildings, including Chicago’s newest 
and tallest skyscraper, the 41-story 
Prudential building. Zonolite Co., 
Dept. AL, 135 S. LaSalle St., Chicago 
8, Il. 
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Hideaway Disappearing Attic Stair- 
way is fully described in a new folder. 
Specifications and detailed sketches 
give data on the unit said to meet all 
rigid safety requirements and to be 
unconditionally guaranteed by the 
manufacturer. Newark Ladder & 
Bracket Co., Dept. AL — Ad, Clark 
Township, N. J. 
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How to solve specific loading prob- 
lems is the theme of a new folder. 
Solutions to 13 difficult dock loading 
and yard loading problems are out- 
lined. In each of the 13 cases, a line 
drawing is used to illustrate the prob- 
lem and an actual photo shows how 
the problem was solved by a Magcoa 
magnesium dockboard or yard ramp. 
Magnesium Co. of America, Materials 
Handling Division, Dept. AL, East 
Chicago 19, Ind. 


For more data circle No. 28 on coupon, p. 104 


The Mearlerete System for cellular 
concrete is the title of a new brochure. 
In addition to telling what the system 
is and how it works, the brochure 
illustrates with charts and photo- 
graphs the advantages of cellular con- 





MAKE SCRAP LUMBER 


PAY «itn. 


SCHUBERT picker cutter 


Points 200 te 250 pickets per hour 

- smooth finish . . . adjustable 
for width. Light-weight o ta- 
ble (38 ibs.), yet rugged ond 
durable for years of service i 
one con operate . . de- 


prompt 
livery. Write for complete infor- 
mation! 





H. A. SCHUBERT CO, 


1212 Washington Ave Wilmette, til 


October 


7, 3935, 


crete made by the system, and shows 
typical installations. Mearl Mfg.. 
Corp., Dept. AL, 153 Waverly Place, 
New York 14, N. Y. 
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Cabinets for built-in equipment are 
covered in a new catalog. Six full- 
packed pages give complete data and 
the manufacturer says that as built- 
ins grow in acceptability and demand, 
“we are pledging our customers. . 
whatever built-in is produced, we will 
have a cabinet for the purpose—even 
if we have to start ... making them 


on a custom basis.” Beautycraft Kit- 
chens, Div. Miller Products, Inc., Dept. 
AL, 2215 Russell St., 
Md. 


Baltimore 30, 
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OPIBROC is the name of a short 
course in salesmanship said to cover 
the essentials briefly, but succinctly. 
The seven sections of the course it is 
claimed, will help salesmen develop 
the habit of making intensive use of 
the best techniques of selling. The 
name is derived from the first letter 
of seven words describing contents of 
seven sections of the course. Complete 
set of seven brochures is $5. Sidney 
Edlund, publisher, Dept. AL, Riverton, 
Conn. 
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Sharply reduced machine accounting 
costs are said to be possible through 
integrated ledger forms, ledger in- 
dexing systems and functional ledger 
tray designs described in a new six- 
page illustrated folder. Descriptions, 
specifications and illustrations of 
time-saving ledger equipment for 
greater daily and hourly output of 
work are also featured in the new 
folder, Copies of “3 Extra Savings on 
Machine Accounting Costs’—X-1249, 
are available from Remington Rand 
Div., Sperry Rand Corp., Dept. AL, 
315 Fourth Ave., New York 10, N. Y. 
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Modular Dimensioned Metal Doors 
and Frames is a 10-page bulletin fea- 
turing 1%” Wooster metal doors and 
frames and 1%” heavy duty com- 
mercial doors and frames. Door and 
frame specifications are clearly de- 
scribed and illustrated. Additional 
data includes specifications on label 
doors, construction fundamentals, 
glazing, louvers and hardware. United 
Steel Fabricators, Inc., Dept. AL, 
Wooster, Ohio. 
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How to Sell Insulating Siding Suc- 
cessfully is the name of a recently 
published manual containing a wealth 
of material for this industry. An 
authoritative source of factual infor- 
mation, it contains comprehensive 
data on all phases of the product, 
estimating, selling and financing the 
job. Insulating Siding Association, 
Dept. AL, 530 Echo Lane, Glenview, 
Ill 
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Shatter-proof Resolite flat panes fo 
sash glazing is described in a new 
leaflet, Bulletin 532. Included in the 
brochure are detailed and fully il- 
lustrated instructions for installing 
the flat panes with specifications and 
typical installation photographs. Reso- 
lite Corp., Dept. AL, Zelienople, 
Penna. 
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Increase your 
profit volume 


with a current 























The story of MALT-A-GLIDE success is out and out 
reflection of builder and home-buyer popularity. 
suilders like their easy installation and sales-ability. 
Makers of the Malt-a-Matic, Home-buyers like their functional and durable beauty. 
Malt-a-Glide, Malt-a-Vent, You'll like their fast-moving, profitable pace ... sure 
Melt-aDteater weed whedewe. to continue in the lead. If you are not now handling 
MALT-A-GLIDES, see your Malta jobber now—or write 
us direct. Visit Malta Booth 351, NRLDA Convention 


MALT-A-GLIDES se! Your builder cus- Sash in MALT-A-GLIDES are 

quickly mn targer volume tomers will benefit from the fully weatherstripped, and a MANUFACTURING COMPANY 
because they harmonize with tra easy installation in frame or ma unique sill-seal insures tight 
Jitional or contemporary styling’ sonty, MALT-A-GLIDES are precision draft and moisture-proof protec 
The trend to larger groupings of milled for accurate alignment and tion. Sash glide easily, smoothly 
entire walls of light means greater have removable jamb liners to fit and are removable Aluminum 
nit sale nd greater profit walle of varying thicknesses guides insure ent actior 


Sales Office Athens, Ohio 
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’ hia ’ to demand for handsome, sturdy rail- niture making. Over 150 illustrations 

NEW LITERATURE ings of enduring non-ferrous metal, and photographs show how the tools 

, priced to compare favorably with are used in various projects. Porter- 
(begins on page 94) 





welded steel tube railings. Newman Cable, Dept. AL, 61 Exchange St., 
Brothers Inc., Dept. AL, 670 W. Syracuse 8, N. Y. 
Fourth St., Cincinnati 3, Ohio. 
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Interior Fire Fighting Equipment 
catalog features a completely new 


line of extinguisher cabinets. The Preventing Corrosion of Drinking 
cabinets, fully illustrated in the 16 Knife Grinding and Woodworking Water Lines is an informative catalog 


page booklet, incorporate an easier Manual is the name of a book written sheet CS-101. Detailing a new service 
to install two-piece construction fea- by C. G. Monnett, Jr., which has been which stops “red water troubles” and 
ture which permits the plumber or released to the public. Acclaimed a prevents destruction of piping, reduc- 
general contractor to assemble the real contribution to the woodworking ing maintenance and _ replacement 
angle valve, hose rack, fire hose and field, it contains 167 pages, 187 pic- costs, it is available to any large con- 
extinguisher inside the box before tures, charts and drawings and is said sumers of water. The Permutit Co., 
door and trim are secured. The Fyr- to be the most complete book of its Dept. AL, 330 West 42nd St., New 

Fyter Co., Dept. AL, 221 Crane St., kind published in the U. 8. C. G. Mon- York 36, N. Y. 

Dayton, Ohio. nett, Jr., vice-president, Dependable For more i circle No. 42 on coupon, p. 104 

For more data circle No. 36 on coupon, p. 104 Machine Co., Dept. AL, Greensboro, : 

N. C. Price $4.50 plus 50¢ postage. 
Northern White Pine, Its Properties, For more data circle No. 39 on coupon, p. 104 Fenestra basement and utility win- 
' * , ; dows, screens, storms and linte!s are 
Uses and Grades is a book just off featured in : sw eight-page two- 
the press. It contains pictures of Bilt-Well Com-o-dor Screen or Com- “ i “~~~ — (RE_40 fn ‘loderd ir the 
woods, logging and sawmill scenes; bination Door is described in a new ye + olay eager star! 5 * plod 
‘we > folder is information about newly- 
pictures of a 100-year old northern four-page booklet. Pictures and draw- Sealed 12 » steel forme for in 
white pine home and a church built ings show how the door may be used pect + ag Poel ws. oe Steneenslenicte pe ag Mesa 
; ‘ ‘ : : : stalling Fenestra basement windows 
in 1861. Full page photographs illus- as a basic screen door, storm door o1 - P oS 
r : : . in poured concrete walls. Detroit Steel 
trate the grades of selects, common combination of both. Carr, Adams & Seadncte © Dept. AL. 3103 Griff 
and knotty pine paneling. $1 per copy. Collier Co., Dept. AL, Dubuque, Iowa. is Tete * il Mi genase — 

Northern Pine Manufacturers’ Asso- For more data circle No. 40 on coupon, p. 104 ty oe — 

ciation, Dept. AL, 4329 Oakland Ave., For more data cirele No. 43 on coupon, p. 104 

Minneapolis 7, Minn. 

For more data cirele No. 37 on coupon, p. 104 How to Use the Porter-Cable i . 
Router-Shaper-Power Plane is the Versatile aluminum tubular sash is 
name of a manual. Called a practical described in new literature. Suggests 

Aluminum railing catalog, complete- guide for homecraftsmen and voca- uses, explains fabrication, shows il- 
ly revised, features Econo-Kails of tional school students, it describes the lustration of full size detail, archi- 
extruded hollow tubing fabricated by trio of tools which uses a single in- tects’ specifications, etc. Marmet Corp., 
an exclusive method, Econo-Rails, in- terchangeable electric motor. Step- Dept. AL, 400 S. Marmet St., Wausau, 
troduced less than a year ago, are by-step directions are given for home Wis. 

said to have proved to be the answer repair work, hobby projects and fur- For more data circle Ne. 44 on coupon, p. 104 








PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
toade tert High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kiins 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 

















VC me rere Pw 
hy he OE POEL Cen aa 


Manufacturers and Distributors 


of 
TWIN HARBORS WEST COAST WOODS 


Douglas Fir, Hemiock, Cedar, 
LUMBER COMPAN Pine, White Spruce 
Y AND SHINGLES 


INCORPORATED 1921 Each office of Twin Harbors is 


geared to provide fast, experienced 


ABERDEEN, WASHINGTON and complete internation regarding 


placement of your order 


BRANCH OFFICES~ 


Portiand, Ore New York, N. Y. 
Eureka, Calif Medford, Mass. 
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Route-and-File Holder 


Data that requires routing, multi- 
ple-handling, and quick reference fil- 


ing can now be protected from grease, 
dirt, water and smudgy fingers — yet 


Tell "N Sell Rack 
The new Yardley Tell ’N Sell Rack 


compactly displays 1,600 feet of 75 
=z pound ClearStream PressuRated pipe 
aed in popular sizes together with all nec- 


essary clamps and fittings. Designed 
for use in the retailing of ClearStream 
PressuRated pipe, the rack occupies 
only 12 square feet of floor space. It 
is topped by a multi-color sign draw- 
ing attention to the many uses and 
qualities of Yardley plastic pipe. 
Yardley Plastics Co., Dept. AL, 142 
Parsons Ave., Columbus 15, Ohio. 

For more data circle No. 52 on coupon, p. 104 








remain completely visible — when en- 
closed in a color-coded, transparent 
acetate Route-and-File Holder. A new 
item in the company’s custom-fabri- 
cated Doub’-Vue line of transparent 
acetate covers, holders and card cases, 
the Route-and-File Holder is available 
with five different color-coded taped 
edges. The holder is also available in 
any practical size and acetate thick- 
ness. Baw Co., Dept. AL, 9704 Franks- 
town Rd., Pittsburgh, 35, Penna. 


For more data circle No. 54 on coupon, p. 104 


Hardwood Legs 


A new counter display that provides 
pictorial presentation of applications 
of new hardwood legs and serves as 
a prop for counter demonstration of 
easy mounting with a new patented 
bracket, is announced. The four-color 
display card provides an easel for a 
sample 12” leg and mounting bracket, 
and serves as a silent salesman for 
customer demonstration of construc- 
tion and assembly of legs and brackets 
for more than 100 home workshop 
projects. It may be obtained on re- 
quest, or with a sample order for 
Dennix hardwood legs. Dennix Prod- 
ucts, Inc., Dept. AL, 78 Fifth Ave., 
New York 11, N. Y. 


For more data circle No. 53 on coupon, p. 104 








PLYWOOD »» HARDBOARD 





Standard and Door Sizes ° 


Cut to Size 





and other species 


POPLAR ¢ MAHOGANY ¢ BEECH 





KYS HOLLOWCORE DOOR FILLERS 





280 Madison Avenue, Dept. L. 
Tel. MUrray Hill 5-2280 


HOENIG PLYWOOD CORP. 


New York 16, N. Y. 








classified 
advertising... 


offering real business opportunities. 


issue 





is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 


and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 


nel or a choice business for sale! Every other 
Monday copies reach some 30,000 interested per- 
sons in American Lumberman’s nationwide distri- 


bution. Check the classified pages for rates in thie 





Honeywell Tap-Lite 


Development of a tap-action wall 
switch said to constitute the first 
major change in line-voltage switch 
design since light switches became 
a standard household item is an- 
nounced, Called the Honeywell Tap- 
Lite, it features a slender concave 
flush-mounted wall plate and a single 
gold button actuator switch. A light 
tap of the button makes or breaks 
contact. Minneapolis-Honeywell Reg- 
ulator Co., Dept. AL, 2954 4th Ave., 
South, Minneapolis 8, Minn. 


For more data circle No. 55 on coupon, p. 104 
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Accounts & Bad Debts 


COLLECTED 


Anywhere in the U. S. A. 
OR NO COST! 


Bonded Collectors and Attorneys Everywhere. 
We Pay All Collection and Legal Fees. 


Quick Results — Low Cost 


Write or Wire For Low Rates 


Div. L; 250 W. 57th St., New York 19 





CREDIT CLEARANCE BUREAU 














SUILDING Propucts MERCHANDISER 
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CHAIN DOOR GUARD oO senceeenednes 


Neot design. Narrow (%4") 
chain holder fits modern 
trim. Case hardened steel chain, 
Extruded Brass and extruded Aluminum 
in standard finishes. 












Bright red cards 
feature new IVES 
No. 483 Chain Door 
Guard in transparent 
plastic bubble. Sells itself! 


MERCHANDISER D483 


Colorful counter salesman gets 
impulse sales. Holds six self-selling 
Chain Door Guard bubble cards. 
Available in Brass (D483), or 
Aluminum (D4834A). 







VOU DISPLAY ‘EM THEY'LE 
SULL THEMSELVES! 


THE H.B. IVES CO. Soteucncut 








with this new rotary 
MAGNETIC 
BROOM! 


Keeps work areas safe, clean — 
picks up all ferrous scrap, nails, 
parts, chips, etc. Offset handle per- 
mits sweeping inaccessible areas. 
Greater-than-ever carrying capac- 
ity—rotary action loads full 360° 
of magnet. More “reaching out” 
power—permanent magnets guar- 
anteed forever! 


No batteries, no electric wires — 
nothing to get out of order or re- 
place. Water-proof and oil-proof. 
Exclusive wiper ring unloads broom 
instantly and effortlessly. Auto- 
matic inertia brake prevents un- 
wanted rolling. 


SAVES TIME AND 
MONEY! Prevents acci- 
dents! Promotes better 
“housekeeping”! 


MODEL D-8 


$3575 


5 low-price mod- 
els for every ap- 
plication. 












10-DAY PREE TRIAL! Try a Magnetic Broom in your plent 
for 10 days at ne cost or obligation. Write for details today! 


NETG( 
= s UW DIVISION F MULTIFINISH MFG. 
tii i 





MAG 











THE 


ANACONDA 
COMPANY 





Lumber Department 


BONNER, 
MONTANA 


























26341 West Eight Mile Road © Dept. 425 © Detroit 19, Mich. 
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FOR GIVING MORE 
THAN DUTY REQUIRES 














; —S 
eee | ce | o> | Oi ee i ae! 
GAK Alki ek NON 
BEECH t INT WE , =) 
PECAN vehi 
Hardwood 
Flooring 


Supply your customers with Mt. Vernon Brand flooring. 
Each strip is quality-made from choice timber, and 
scrupulously graded to give beauty and endurance 
beyond the call of duty. Available in three popular 
species, Mt. Vernon flooring is NOFMA certified and 
meets every residential, commercial and industrial re- 
quirement. Let Mt. Vernon Brand build sales—and a 
reputation for quality—for you today. 


ALSO BAND SAWN HARDWOODS. Write or call— 


MOBILE RIVER SAW MILL CO., INC. 


Mi. Versea. Aleboeme 
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SALES AIDS 
(begins on page 97) 








Gift Kit 

An attractive Christmas Gift Sander ! 
Kit is Synero’s 504 model Family 
sander in a spruce blue metal carry- 
storage case. The cardboard container © 
has a special Christmas wrap with | 
Santa Claus cartoon figures and a spe- 
cial Christmas card to insert in front 
of the sander on display. A special 
hanging circular mobile hangs from 
the opened lid for an eye-catching 
touch. Syncro Corp., Oxford, Mich. 


For more data circle No. 45 on coupon, p. 104 


Sectional Merchandiser 


The Bridgeport No. 700 Sectional 
Merchandiser includes 80 screwdrivers 


—a complete selection of popular 
sizes. It is a self-stocking display in 
which individual sizes can A restocked 
as needed. Selling aids included with 
the No. 700 are a supply of handy 
guides for customer use in selecting 
the right screwdriver and a colorful 
wall chart for dealer use. A pocket 
attached to one of the sections makes 
the handy guides easily available. 
Bridgeport Hardware Manufacturing 
Corp., Dept. AL, 100 Seaside Park, 
Bridgeport 5, Conn. 


For more data circle No. 46 on coupon, p. 104 


(continued on page 101) 


What's Your Answer? 


Here’s an easy way to check your retention of 
the information contained in this issue. See how 
many of the 10 questions listed below you can 
answer readily. Answers on page 101. 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. Fewer than 5, May- 
be you read too fast. Check the index to see if 
there’s an article you missed that might be of 
particular help to you at this time. 








Who makes Rusco Picturamic Vented multi-lite 
windows? 


How does California wholesaler, Ed Fountain 
Lumber Co., protect lumber in storage? 


What truck manufacturer is advertising “Most 
horsepower per dollar!”? 


How do many university students in light con- 
struction courses earn while they are learning? 


What company is advertising a do-it-yourself 
faucet-type dishwasher? 


What specific sales result did Texas dealer, Stein 
Lumber Co., get from a door prize given at his 
open house? 


Who offers you a brochure describing the new 
Bestwall Paint line? 


How can you get the advantage of 192 square 
feet of display space and still only use 32 inches 
of floor space? 


9. Who offers you an A.R.B. Wood Window fabri- 
cating distributor franchise? 


10. What is the advertising media used most by 
lumber dealers? 


BuILpDING Propucts MERCHANDISER 


here are the TRUE FACTS! 


the most important part 
of laying hardwood flooring— 


INDEPENDENT LABORATORY 
TEST PROVES: 


POWERCLEATS DO NOT 
SPLIT TONGUES AS 

DO OTHER TYPES 

OF FLOORING NAILS! 


POWERCLEATS DO 
PROVIDE NECESSARY 
HOLDING POWER! 


Because much stress has been laid on withdrawal loads of 
various nails when used for attaching hardwood flooring, we 
requested Forest Products Laboratory to conduct tests involving 
complete flooring panels. The results of these tests 





“Comparative Holding Power of Four Types of Nails 
When Used For Attachment of Oak Flooring” 


Yours Upon Request. Write Today! 











POWERNAIL 


SCREW 8 PENNY 


FUT NAIL 
ee : __TLYPE CEMENT) 
NAIL * COATED 

« CASING 

















NAIL 


FURTHER PROOF: 
Contractors report: 
Hardwood flooring installed in Private Homes — Ball Rooms — 
Apartment Buildings — Housing Projects —- Gymnasiums . . . 
NO SQUEAKS 
NO FAILURES 
COMPLETE SATISFACTION 





DESCRIPTIVE LITERATURE FURNISHED 
ON REQUEST 


| OWERNAIL COMPANY 


we AONTANA wre . r AG 
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FOR ENDURING 
FARM CONSTRUCTION 
© Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered, Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 

treated lumber. 


Write for information. 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 





REDUCE delivery costs 
‘SPEED UP deliveries 


Complets 
Bed: Shippe d 
KD. Easy 
Assembly & 


Mounting 


Unioad a Load 
or Half Load at a Time 


The me BR Saale 


1921 Guinotte, Kansas City 20, Mo. 
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Rad Dewy 


PAINTERS’ AND GLAZIERS’ 
QUALITY CUTLERY 


Pl SERIES 

Putty Knives and 
Wall Scrapers— 
Cocobola handles— 
Choice of stiff or 
flexible blade. 


P23 SERIES 

Putty Knives and 
Wall Scrapers—Full 
tang blade—Tenite 
handle. 


P2 SERIES 

Wall Scrapers— 
Oversize handles— 
Highest quality 
obtainable. 





P17 - 1Y," - Putty Chisel 








The most complete 
line of painters’ and 
glaziers’ cutlery. 


IRVINGTON 11, N. J 
U.S.A 


i Red Devil Tooks. 





WE HAVE THE HARDWARE 
IF YOU HAVE THE DOOR! 


Ee 


COMPLETE HARDWARE 


for Residential & Industrial overhead doors... 


® 3-4-5 SECTION DOORS 
@ QUICK DELIVERY .. . from 
our own Fabricating Plant. 


CALL or WRITE 






INCLUDES 


SPRINGS 
Tapered TRACK 
Mechanical Wedge 
HINGES 
CABLE LIFT 
BALL-BEARING 
ROLLERS 
All Necessary 
BOLTS — NUTS 
LAG SCREWS 


POWER DOOR CO. 


MONMOUTH JUNCTION, NEW JERSEY 





a4 
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Matching Display Unit 

A companion to the original assem- 
ble-it-yourself Great Lakes aisle dis- 
play unit is a handsome matching wall 
unit. Like the earlier unit, it has eight 
basic parts which can be assembled in 
minutes without bolts, nuts, screws or 
tools. Six feet long and five feet high, 
it has shelves decreasing in depth 
from 24” at the bottom to 12” at the 
top. Primarily designed as a single 
wall unit, two of them, back to back, 
make a perfect aisle display center for 
open selling. Great Lakes Store Fix- 
ture Co., Dept. AL, 2401 W. Ohio St., 
Chicago 12, Il. 


For more data circle No. 47 on coupon, p. 104 


Dual-Purpose Chalk Line 


The new Evans chalk line, which is 
also designed to be used as a plumb 
bob, is equipped with a flush rewind 
handle, a positive action mechanical 
brake, and a combination hook and 
ring securing device. Made of light 
weight die-cast aluminum, the case is 
claimed to be leak proof. It is designed 
with a refill cap which also serves as 
the pointed tip of the plumb bob. The 
chalk line reels, which are a new ad- 
dition to the Evans line, are available 
in 50 and 100’ lengths. Evans Rule Co., 
Dept. AL, 400-416 Trumbull St., Eliza- 
beth, N. J. 


For more data circle No. 48 on coupon, p. 104 


What's Your Answer? 


(Questions on page 99.) 


The F. C. Russell Co. See ad on page 6. 


By using specially designed portable lumber lids, 
as shown on page 38. 


Ford Motor Co. whose ad is on page 13. 


By holding part-time jobs with building mate- 
rial suppliers in the area. See article on page 46. 


Gerity-Michigan Corp. in its ad on page 27. 


The man who was given the prize returned to 
shop and ended by buying $1000 worth of mate- 
rials for a remodeling project. See story on page 
48. 


Certain-Teed Products Corp. See coupon in ad 
on page 49. 


With the new Pylon display fixture and taking 
advantage of your store’s air rights. See article 
beginning on page 61. 


Window Sales Co. See ad on page 67. 


Newspapers, according to the survey made by 
Saturday Evening Post as outlined in article on 
page 64. 


DISTRIBUTOR FRANCHISES AVAILABLE... 


Fastest-Growing “Do-it-Yourself” Product On The Market! 


It's time to establish yourself as distributor for a product that 
has, in a few short months, taken the public by storm! 


Homeowners everywhere are adding new beauty to their homes 
with Amdyco cement colors . . . in seven bright, sun-fast, alkali 
and lime-resistant shades . . . building patios, flagstone walks, fire- 
places . . . using Amdyco adjustable metal forms to mold a wide 
variety of blocks to shape and size to fit any area. 

And bigger sales are on the way .. . with a full program of 
national consumer magazine advertising . . . and key city news- 
paper advertising right in your own territory; plus sales promotion, 
dealer aids, a newly-designed, eye-catching Amdyco package and a 
new counter display! 

Act now! If you're interested in hearing more about a 
franchise that offers expanding sales and increasing profits, just 
complete and mail coupon. 


po OO 
yewood CO. 


374 Main Street 
Belleville 9, New Jersey 


Nome 


City : State 


1 am interested in the following territory: 


Stote canacccie lage cilsigiiteaniis . County 


| 
| 
| 
| 
| 
| 
| 
| Address 
| 
| 
| 
| 
| 
| 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


1 Time —20c per word oe each insertion. 
inimum charge of $1.00 per line. 


1Se per word for each consecutive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 
No agency 
allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point gus. No cuts or special borders 
allowe 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box b or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN. INC. 
139 N. Clark St., Chicago 2, Ill. 


3 Times — 


commission or cash discount 








HELP WANTED 





An old established manufacturer of standard 
and architectural mill work serving ° 
Pennsylvania, and West Virginia wants a 
thoroughly competent ._— } detailer, 
and biller hospitals, 
churches, eaninodan and public buildings. Ex- 
cellent working conditions to the right rty. 
State age, experience, salary, etc. A 

Box G-39, American Lumberman, Inc. 








DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ aeeaneee Draftsman who can make 
details and bill into Mill. None but competent 
men need apply. Address Box G-50 American 
Lumberman, Inc. 





WANTED: Yard Foreman, also Counterman— 
generous pay to conscientious workers—South- 





HELP WANTED 


BUSINESS OPPORTUNITIES 





Wholesale Lumber Firm with offices in Dayton, 
Ohio, desires to employ young man under 35 
with gees knowledge of the lumber business. 
t pad copestunty for man with ambition. 
salary. Very little traveling. 
Apply in own hand giving _—— 4 
be aay. education and yy B- Seubgoound 


ture. 
Address Box G-53 Ameri Lumb Inc. 








MILLWORK ESTIMATOR, es DRAFTSMAN 
Permanent position if qualified. 


Edward Hines Lumber Company 
2431 South Wolcott 
Chicago 8, Ill. 

See Mr. Blank or Mr, Kent 





WANTED: Three Men — Counter Man, Sor 
man, Yard Foreman. No age res if 
th. Generous pay. Southeastern 
Michigan, Address Box H-22 American Lum- 
berman, Inc. 





SITUATIONS WANTED 





Experienced Lumb 45, desi to locate 
in Northern Indiana or Michigan. Qualified to 
nange every phase of your business, large or 

Will consider only permanent 
=" reliable concern. Address Box H-38 Amer- 
ican Lu rman, Inc. 








LUMBER BUYER AVAILABLE: West Coast man 
with 10 years exp in all would 
like to represent an established ead Mid- 

est or Texas outlet. Address Box H-39 Amer- 
ican Lumberman, Inc. 








MILLWORK SURVEY & DETAILING 
A firm of mill men olfers a quantity survey 
and detailing service. Years of experience. 
—— uaranteed. Your inquiries invited. 
sos Ben F-49 American Lumberman, Inc. 





lumb will be available in 





eastern Michigan. Address Box G-52 A 
Lumberman, Ge 


Lumber Salesman 


Wanted: An experienced lumber salesman or 
oung man who has some knowledge and 
ab lity as a salesman ag J this line, either 
salary or commission basis, by wholesale lum- 
ber company. Good territory open. Menti 


poy days, oe or wholesale. Can invest 7 
fortes refer Indiana, Ohio or Michigan. Age 
2 . Address Box G-55 American Lumberman, 
nc. 





LUMBERMAN. Well qualified to manage 
wholesale or retail operations. Presently em- 
fag'te will — or goed ¢ opportunity. Will- 

ing to relocate. seasoned in all 





experience and name references. Address 
H.23 American Lumberman, Inc. 


of the =< Saver eae experi- 
ence. Address Box H-25 Ame: inn rican Lumber- 
man, Inc. 





MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Because of the ideal climate and year round 
sunshine, people are m— 2 to south 
Florida .. . The place is e ere- 
fore we are expanding | Be = young men 
experi d retail Lumber 
Yard. If you want to live in South Florida and 
manage a Retail gore for a well established 
firm which can offer you security with oppor- 
tunity for further advancement, write in com- 
plete detail as to your past experience, per- 
sonal information and present poattlon. also 
enclose a am Lumberman. fn Address Box 
H-36 American Lumberman c. 








Alert to sell building ma- 
tortate and complete home packages. yy AL ~ 
pending area New Jersey. 

commissi 


ions. Addr B 7 kee 
Lombormen. Ine. —— 


“a. ‘ 








WANTED: Seenager. Several openings avail- 
able for men with right qualifications to man- 
age lumber yards in syeee Midwest. We are 
looking for sales-merchandising-minded men 
who are ambitious | and aggressive. 


SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 
Pull time or side line. To call on lincleum— 
hardware —furniture stores—cabinet shops — 
lumber dealers manufacturers and wholesale 
distributors. Representing Manufacturer of 
complete quality line of aluminum and stain- 
seas steel moul . Exclusive peseueses 
mn. National Al 


foek Drive, Columbus 9, Obie.” 


EXECUTIVE TYPE SALES 
REPRESENTATIVE WANTED 


Excellent opportunity for aggressive man to 
join large manufacturer opentee in field of 








an gg eee ly tr d fores 
foreign distribution. 'doliegs in 
AL amenee in field 


referred. oo 38. ik 


r es Representatly 
Houston 1, Texas. 


ies in confidence. 
ve, P. O. Box 1426. 





LUMBER yaae SPECIALTY —In 5 years our 











sation with position and quali- 
fications. These career positions include op- 
portuniti for i, profit sharin 

and insurance and retirement benefits with 


a lar a firmly cee concern. Please 
inclu: t of your experi- 
ence, lifie with 
you ur application. Address “Box H-24 American 
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g as established over 100 accounts in 
30 states, about 50-50 whoelsale hardware 
houses and building t tribut with 
outstanding record ? repeat business. We are 
ready to turn most territories over to depend- 
able independent representatives who can con- 
vince us they will properly service present ac- 








7 and develop some new ee Our prod- 
uct is the leader in its field. | a 
data to Box H-43 

October 17, 








CABINET SHOP. So. California near Los An 
geles. Good profits. 50x100 land w/ultra mod- 
ern incl. Established 1932. On main 
riced far below actual value. Terms 
Dept. #22474. 


EQUIPMENT RENTAL CO. Cen. Washington in 
fast growing Ce — rofits. Dealer for 


| & t andles gardening. 
fandacaping ‘bl ldg. --% etc. Priced to sell. 

Dept. 4 

FENCING & BLDG. MATERIALS CO., So Calif. 

Top ore near Los Agowse. Netted $4,382 in 

mo. hi 

patios, etc. Main thorofare location. Priced to 

sell. Dept. #22145 for full information. 


PENCE COMPANY. So. Calif. near Los Angeles. 
Sales & installation. Nets $500 or more schoo 
month. “saan equip. Priced at yw 
plus inv. (appr. $2 to $3000) Dept. 4 


eg & BLDG. SUPPLY DEALER. No. Cen. 
Calif. Near S.F. Bay area. Netted $15,120 last 
pow w/sales higher this year. Xint. reputa- 

Corner location. Priced to sell at only 
$35. 000 plus inv. Dept. 


LUMBER & BUILDING SUPPLY, Los Angeles. 
Calif. area. Netted $8,000 in 6 mo. 1955. Top 
franchises. Choice location on main thorofare. 
Complete equip. Owner retiring. Priced at Cf 
cost of inventory. (Appr. $35, . Dept. + 


LUMBER MILL, So. Georgia. 20 Acres. 1/, mile 
on R.R. in industrial center. Finished lumber. 
structural timber, poplar & cypress main source 
of income. Bidgs. \\y~— of planing mill, saw- 
mill, other bidgs. & living quarters. All no 
equipped with modern equipment. Owner 
ill and must retire. Forcing the sale of "he 
table business. Net 426 in 11 months 
deal for one familiar with tombes. Dept. 
446674-A. 


LUMBER SUPPLY CO. in central Alabama. 
Lumber High ly and sale of related merchan- 
dise. no of business with loses contrac- 
tors. Fgh ti 118’x201'; 3 
modern concrete block bidgs. Full equipped 

-” 4 iste model trucks & semi trailer. Estab- 
is’ 








ts. with high profit income. A real 
money-maker priced low to sell quickly. In- 
} Agata for Free valuable information. Dept. 


LUMBER YARD & BUILDING SUPPLY. No. 
Florida. 8.9 acres, fenced. Planing, saw mills, 
storage ~ works w/contracts. Well known, 
does good work. Completely equipped, plus 
many miscel. tools. etc. . . . Located on two 
large hiways. Ideal buy for one interested in 
this type of business. Dept. #6633-A 


MANUFACTURER, WOOD MOULDINGS, Den- 
ver, Colo. area, Nets per week. Outstand- 
ing reputation. Established with coutgosters. 
jobbers, etc. Priced to sell. Dept. #22521 


PLANER MILL, Cen. So. Carolina. ty 7 _ 
ing mill, doing business w/many comp. Located 
in at ent area with rr siding. Large bldg. 

pt. in exint. condition. Established 
=. oS volume business. Nominally 
priced. Dept. #6777-A. 


ye ee CONCRETE CO., No. E. Ariz. Nets 
$18,000 per yr. No competition within 50 mile 
radius. Choice loc. Compl. Equip. Xint. oppor- 
wale lor the getic buyer. Dept. 





RETAIL LUMBER & BLDG. SUPPLIES, Cen. 
Colo. Grosses $8,000 to $12,000 per mo. 230x120 
land w/all blidgs. incl. Compl. equip. Priced 
to sell, Dept. #22523. 


ROOFING, SIDING, & CONTRACTING. No. 
Texas. All types of roofing and repair work. 
Loc. in center of town. Ideal offices and ware- 
house. Booming business in growing city. 
Dept. #6599-A. 

SAND & GRAVEL CO., W. Cen. Oregon. Nets 
$10,000 or more per year. No compecse with- 
in 30 miles. sve, aanee land pha By > ee. 
comet. equip riced at only: le ept. 


SAWMILL, So. W. Oregon. Grosses $152,000 
last yr. Capable of sawing 5,000 ft. of wood 

r man. Automatic. 7 acres land w/all bidgs. 
ine, An pa. opportunity, priced right. Dept. 


ceaniieih LUMBER CO. & PLANING MILL, 

gn Calif. above Sacramento area. Netted 
bi6.0s9 in 5 mos. 1955; not incl. saw mill in- 
come. 7!/, acres land. RR siding. Compl. equip. 
Priced to sell. Write Dept. 1427 for full in- 
formation. 


FREE BULLETINS ON ABOVE BUSINESSES 
Charles Ford & Associates 

6425 Hollywood Bivd., Los Angeles, Calif. 
87 Walton St., Atlanta, Ga. 
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BUSINESS OPPORTUNITIES 


BUSINESSES FOR SALE 





Strongly f d wholesale lumber firm in 
Northern Indiana interested in financing your 
orders on split profit eqeegepest, Replies con- 
a Address Box American Lumber- 
man, Inc. 





LUMBER — BUILDING SUPPLIES 
50x70 building with attached building, storage 
par me mill, 1954 sales $197,000, pres- 
ent $32 month, 3 trucks, southwest Ohio. 
price $60,000. Plus inventory. Terms. 
APPLE CO. BROKERS ‘Cie LEVELAND, OHIO 





BUSINESSES WANTED 





Interested in buying sawmill near railhead in 
Ponderosa and Inland Fir area. Capacity 8 
hour shift, 30 to 40 M ft. Must have some t er 
under contract or available. Address Box H-40 
American Lumberman, Inc. 





USED MACHINERY WANTED 





The following used equipment if fairly new 
and in first class condition: 

Mortiser Shaper 

Tenoner Planer 

Drum Sander Jointer 

Relisher Sticker 


National Sash and Door Co., 10307 Detroit Ave., 
Cleveland 2, Ohio 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K 


. FRANK 
480 Lexington Ave., New York 17, N. Y. 





BUSINESSES FOR SALE 





For Sale: Lumber yard located in town of four 
thousand, in Goo 
for a hustler. ey ie selling, health. Write 
Box H-27 American Lumberman, Inc. 








RETAIL LUMBER 
and 
BUILDING SUPPLIES 


Business for sale. 
New York. 
equipment 
and distribution of aber, millwork 
and building supplies. Established 
over forty years. Normal sales volume 
$600 Entire personnel to remain 
upon sale excep! owners who have 
other interests. Principals only. Send 
reply to Box 1560, Grand Central Sta- 
tion, New York 17, N. Y. 


Located in Central 
an fetes and 





LUMBER YARD 
FOR SALE, since 30 years established in New 
York City, Manhattan. Owner retires. Address 
Box H-28 American Lumberman, Inc. 


“FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
Ine. Address Box H-29 American Lumberman, 
nc 


SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 





FOR SALE—One of the very finest Retail Lum- 
ber and Coal yards, located in the fastest 
rowing city in Michigan. Approximately 
$100,000.00 to $125,000.00. Because of present 
and immediate development, this yard will be 
sold quick. We will furnish all details to re- 
sponsible rties. Owner retiring. Address 
Box H-31 American Lumberman, Inc. 


3UILDING Propucts MERCHANDISER 


FOR SALE 
Old established retail Lumber and Building 
material yard and pia the NY. P located in 
Central New York on the N.Y.C.R.R. and Barge 
. in a community of 33,000. Present op- 
erators wish to retire. Write Box r- 2, Ameri- 
can | Inc. for co 











FOR SALE Profitable lumber and building su 
ply business including complete hardware 
center of the most — farming area in 
Northern Illinois. Compipte stock. Business 

s large farm paiee Se de. Business is clear. 
opportunity for 
quespetle man. Fn —— F-24, American 
Lumberman, Inc. 








For Sale: Yard located in South-Central Wis- 
consin. Best dairy and farming section. Com- 
pany owns all the ground the yard is located 
on and should get about $15,000.00 for yard 
os equipment. Stock amounting to about $35.,- 
000.00 to be taken over at market. Interested 
any in buyer who has cash or sound securi- 
Annual business between $150,000 and 
$175,000. Owner desires to retire account age. 
Address Box H-47 American Lumberman, Inc. 


Pa 4 retail lumber yard. Sales — $65,-$75.- 

= year. Southwestern Michigan. $10,- 
000.00 uys land and buildings on busy high. 
w Inventory at cost. Good money maker. 
Address Box H-42 American Lumberman, Inc. 


Old established yard, excellent facilities, 
branch yard. Doing g business. 
Smith Brothers Lumber Co. 
nm Utah 





YARD FOR SALE 
Retail lumber and coal yard in Northern In- 
diana. Coal conveyors to dump truck. Large 
farm and lake trade. Partner retiring. $9000. 
lus invento: Would consider manager with 
vestment. Address Box H-44 American Lum- 
berman, 


PROFITABLE INVESTMENT: Retail lumber yard 
ideally located in a small central Illinois town 
near a large panes market area, Owner 
does large volume in both farm and residential 
construction, but must relocate because of 
health. Priced right for immediate sale. Ad- 
dress Box H-45 American Lumberman, Inc. 





For Sale — Well located Cash and Carry 

Lumber Yard. Doing profitable business. Land 

ood ananes $57,000. Inventory approximately 
000. Write P. O. Box 825, Toledo 1, Ohio. 


FOR SALE OR LEASE cee lumber yard on 
the edge of large building town in 
eastern Iowa. Locate eo Highway. Lots of 
room for expansion, old established concern 
serving both city and rural trade. Net profits 
high as operation is of low overhead, fast 
turnover Modern Office and showroom, 
Up-to-date deliverv equipment. This yard is 
priced to sell at $30,000 or will lease to right 
responsible party at $400 per month, with 
option to buy. Requires an inventory of about 
$25,000. Good millwork and suppliers located 
in this town. is a live business and a 
money maker. Address Box H-48 American 
Lumberman, Inc. 








FOR SALE: California lumber and building 
material yard in thriving San Joaquin Valley. 

Established 10 years. Attractive store, ample 
sheds, highway ponte, convenient spur. In- 
vestment over $50,000. Will sell for $25,900. 
Closed due to owner's health. Address Box 
H-46 American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME {rom your news- 
paper advertising usina our low cost 

ber-r-r’’ cartoons. For FREE proofs write 
to DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through i6/4 


Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 
Al Clements Lumber Co. 
O. Box 908 


Eugene, Oregon 


Phone 6-2531 TWX EG-049-U 


MOLDINGS 


W. P. O. and Philippine 
Mahogany — All patterns. 
D. F. interior jambs and 
exterior rabbetted jambs. 


These items available for 
Straight or mixed car shipment. 
ARROW MILL COMPANY 
2440 S. Arrowmill Ave., Los Angeles 23, Cal. 





USED MACHINERY FOR SALE 





We are changing to a 72” carrier and lift truck 

ckage and offer for sale | two year old Ross 
Stra ddle Carrier Series 70 model 6663-60" 
capacity. Price $2975.00 f.o.b. our plant. This 
machine is like new and a bargain at the 
above price. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 4, Ill. 


1—Left Hand Filer and | Stowell No. 1 Carriage 
in good op te with air 
Sead dogs, uel movement cylinders, No. 3 
rope driven trout setworks, 5 solid trucks with 
forged steel wheels and wooden frame. 

set could be furnished. Operating every day. 
Can be inspected by app 


DIERKS FORESTS, INC. 
MOUNTAIN PINE, ARKANSAS 








FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and immediate delivery 
two Mode! 10H Ross lift trucks at $4,175 each. 
Hydraulic side shift carriage 66°. Operator's 
uard. 72° forks can be cut down to any 
eed width. Lift height 28°. Ross will cut 
down towers if a lower height is required for 
clearance, on the 28’ pistons. Also available: 
One Model 5W Ross lift truck car unloader, 
lift height 9’ free lift. fork length 42°’, stand- 
ard, with 60° extension. Heavy counter- 
weights. Two lights for closed loading. Price 
sa07s | f.o.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 


FOR SALE: ROSS STRADDLE CARRIER, Mod. 
90-7968, 15 ton. mae 25167 Grand 
River, Detroit 19, Michigan 





BOOKS FOR SALE 





WOOD STRUCTURAL DESIGN DATA. Com- 

ed by National Lumber Manufacturers’ 

tion. Information on physical, chem- 

ical, and mechanical properties of wood, and 

tables Sous how to determine the correct 

size of member, also on standard sizes, meas- 
ts and trade terms. Price $2.50. 


SCRIBNER’S gy AND LOG BOOK. In- 
sawmill 


men, etc. Vest pocket size of 1950 pages, 
ome tables on scantling and plank measures, 
ound timber reduced to inch measure by 
Doyle's * Rule, log tally calculations, and 
Price $1.00. 
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LUMBER AND BUILDING MATERIALS 


— a 





MAKE MORE MONEYI Cosh in on the 
lucrative business availoble to those who 
con ESTIMATE! Learn to read pions, toke 
off building material lists from biveprints, 
and figure labor costs 

The short, concise home-study course 
“BLUEBOOK of ESTIMATING” will prove a 
soles booster for youl Build your do-it 





Nia 


yourself trade by leaps ond bounds, and 
increase profits from your contractor and 
smoll builder trade. The “BLUEBOOK” will 
prove invaluable in training all personnel. 


Certificates are issued to successful gradu 
ates. Let us prove how easy it is to learn 
by doing, and at an vwnheard-of LOW 
PRICE. Send for free information NOW! 


HOME BUILDERS SCHOOL OF ESTIMATING 


P.O. Box 912, San Jose, Calif. 































FOR INFORMATION ON 


“What's New” Items 


rele the code 


rresponds to the number listed at the end 


of thet partiular 


WHAT'S NEW” 


FOR INFORMATION ON 


Pincers | 


America’s Finest | 
SHUTTERS 


Sold only through dealers! 
@ PRICED FOR PROFIT 
@ COMPLETE CUSTOM PROGRAM 
@ SOLD NATIONALLY AT ALL 
FINER STORES. 


HOME BUILDERS SCHOOL of ESTIMATING 
P.O. Box 912, San Jose, Collf. 


Please send me complete information about 
the '"BLUEBOOK of ESTIMATING." | under- 
stend that | om under no obligation. 


Mome .... 
BGED co cccden coe 


City, Stote... 


eee ae ae ae ee 








write: 
"A" box 421 
minneapolis, 








minnesota rN 


w& SUGAR PINE ye PONDEROSA PINE *% 
mw WHITE FIR 


Send us your 
specifications 


SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 





Kiln Dried Douglas and 
White Fir Mouldings 





F 








keep informed on “WHAT’S NEW!” 
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OWENS-ILLINOIS 
GLASS BLOCK 





Here’s how to get plenty of light but 

none of the sight—with a panel of 

No. 365. Remind your customers that 

Owens-Illinois Glass Block have the 

insulating efficiency of an 8” brick wall 
. won't frost or sweat in winter. 


Vision 


For a “solid” wall she can “see through,” 
suggest a panel of No, 370, Her kitchen 
will be flooded with daylight, yet it will 
he easy to keep spic and span, Point 
out that soil marks, even splattered 
grease, rub right off . . . an occasional 
wipe renews their sparkle, 








Beauty 

Here’s an application that’s as practical 
as it is beautiful. These panels of No. 
316 block do much to set off the door- 
way... help light the hallway. 


Plan now to push and profit from this 
versatile, practical building material. 
Write for details to: Kimble Glass 
Company, subsidiary of Owens-Illinois, 
Dept. AL-10, Toledo 1, Ohio 

*Formerly known as INSULUX 


OweENs.-ILLINOIS 


GENERAL orrices(]) ToLED0 1, OHIO 
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Quarter. Sawed a) ; Bathroom Cabinet 


Tongued and Grooved . , This 


Marmet extended aluminum 
End-Matched Oak Flooring 


frame bathroom cabinet features mod- 
ern styling plus convenience. One wip- 


“ : - s ing and its surface shines like the 
, , mirror. Pre-engineered, it’s tailored to 

> i oe j fit compactly. It has completely sealed 

——~ corners by the latest aluminum weld- 

a a =a ; ing process, and quiet, free sliding 

in s i mie ‘5 mirror doors. It is available in six col- 

; -_ ored aluminum shades — green, blue, 


%_"" : red, burgundy, gold and plain alum- 

Plain-Sawed Tongued ’ - inum, colored in Alcoa’s aluminum 

and Grooved End coloring process—and has warm white 

Matched Oak Flooring fluorescent side lamps. Marmet Corp., 

tg AL, 400 S. Marmet St., Wausau, 
is. 


‘ Py I | I ( Tl () \ s l} I | \ l) ! For more data circle No. 49 on coupon, p. 104 
Vy 4 4 P | s . 
Stormguard Nails 
A new line of exterior nails said 
That's because we are specialists, limiting to combine the stain, streak and rust 
%" 


| to th anutes i as . resistance of zinc with the strength 
Plain-Sawed Tongued ourselves to the manufacture of oak flooring of steel is announced. Called Storm- 


and Grooved End and its by-products exclusively. guard, the new nails are especially 
Matched Oak Flooring ‘ designed for applying siding, roofing 
Our entire operation is one of highly de- and trim. They have a strong steel 


| d niolteeat , core, heavily overcoated with zinc. 
veloped specialization devoted to a single This steel core provides the necessary 
objective, that of turning out a quality of strength for driving without undue 

‘ : aii. : bending, breaking or heads popping 

oak flooring that is totally superior. off. The Stormguard line is available 


T and : in standard lengths and gauges, in all 
5/16" © serve you and your customers well, that sizes needed for roofings, sidings and 
Plain-Sawed ‘Velvet specialization combines all the practical trim. W. H. Maze Co., Dept. AL, 


Edge"’ Oak Floorin . , 5 . eee P Peru, Ill. 
Sires, $25 with ° know ledge and experience acquired during For more data circle No. 50 on coupon, p. 104 


Square or Velvet" Edges our 40 years of successful operation and 
growth. Product improvement has been con- 
stant; acceptance of ‘PERFECTION’ Brand 

is nation-wide; definite preference among countless dealers, floor 

layers, builders and project developers is of long standing. 


Produced in our big modern plants by skilled craftsmen, graded and 
grade-marked under the requirements of the National Oak Flooring 
Manufacturers Association, the superior quality, natural beauty and 
persuasive sales appeal of ‘PERFECTION’ brand invite your inquiry 
for standard oak flooring and “Velvet Edge” strips. 


Bath Tub Metal Molding 


These brand new bath tub bends 

On What Shall We Quote? ia ; speed construction, add beauty and are 

: yy, said to increase dealer profits. Lan- 

gille Bath Tub Bends are shaped, 

; : ¥ slotted moldings for use where hard- 

Od board or wall tile is to be installed. 

- ) ’ wea These moldings assure a tight fit 

) 1 around tub curves. Moldings are sold 

OAK FLOORING COMPANY in pairs for right and left bends. 

\ . ' Catalog and prices ae eer i — 

ine gille Metal Moldings, Dept. AL, 3600 
Ae Seats MeaeENe W. Potomac Ave., Chicago 47, Ill. 
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Quality plus Merchandising keeps 
Behr-Manning products on the move! 


| FINISHING SCHOOL 4 
For "DO-IT-YOURSELF" Fos gar 


A Hand GUIDE if; 
ueieil and — 





Contains simple step-by-step instructions 
for finishing wood or metal. 


Sure to make the 
Best-seller list for 
(lo-it-yourself customers 


“FINISHING SCHOOL FOR DO-IT-YOUR- 
SELF FOLKS” is not a folder, not a pamphlet, 
but an all-inclusive 32-page book just loaded 
with step-by-step “how-to” finishing data on 

new wood, old finishes, floors and metal. It is 
fully illustrated with 82 photographs and 

charts, and comes packaged twenty-five to each 
attractive counter display, priced to sell at 25¢ 

a copy. In addition, for the dealer’s personal 

use, each package contains a free, easy-to-use 
“DEALER’S GUIDE TO ABRASIVE SIZES 
FOR HOME WORKSHOP POWER SANDERS” 
Put your order in early for this package of 
“Best-sellers” — they'll provide added profits for 
you in the sale of finishing products, and assure 
sanding satisfaction for your customers. Call 
your jobber today, or write 


Behr-Manning, Troy, N. Y., Dept. AL-10 


Written to appeal to all--from the house- You'll have power tool abrasive sizes at 


wife to the home-craftsman. 


your fingertips with this guide on hand, 


A\Birtr-MANNING 


7 Of NORTON Compar 
A COATED ABRASIVES A SHARPEMING STOWES A PRESSURE. SEMSITIVE TAPES 





The 


screen cloth 
with the fastest 


sales growth 


today is 


CHICOPEE FIBERGLAS SCREENING 


It’s promotable! Easiest to work with, best for all kinds 
of screening needs: porches, breezeways, and patios. 


$9.37 ‘| (per 100 sq. ft.) from your wholesaler 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York 
Write for name of wholesaler nearest to you. a 





